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ALFRED PELZMANN 


Mr. Chas. E. Becker, President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear Mr. Becker: 

A little over a year ago I first heard the great Franklin Story—a story so 
typical, it seems to me, of the greatness of America. I want to tell you how I feel 
about being with the Franklin. 

Born and educated in Vienna, Austria, I had a very fine business—a dental 
laboratory. Although successful, I felt that in America I could be more 
successful. I had been used to success all my life. In Vienna I was the Ice Soccer 
and Skiing Champion of my Athletic Club and for a considerable period held 
the title of Middleweight Wrestling Champion of Austria. 

In 1939 I came to this country and again quickly developed a prosperous 
dental laboratory. Nevertheless, I felt frustrated at the limitations imposed 
upon me in my field. I thank God for this land where it is possible to change 
from one profession to another. I searched for something that would serve 
society and at the same time do well for myself and my family but I never 
expected to find a company so wonderful and helpful to a new man who knew 
nothing about life insurance selling. 

I’ve had such wonderful help from you people at the Home Office, my General 
Agent, and Regional Manager that I was able to qualify for the Sixty Club and 
by now have completed my qualifications for the Key Club. At the rate I am 
going I will sell over a million this first full year and my commissions should 
aggregate around $30,000. While I am continuing my study of this business, I 
realize that there is so much I don’t know. Nevertheless, the Franklin Specials 
that I do know so well seem to make it awfully easy to make a lot of money. 
But the greatest thing of all is that there just doesn’t seem to be any limit to 
my opportunity. Again I say thank God for this land—and the great Franklin 
Life. 

Sincerely yours, 
Alfred Pelzmann 


An agent cannot long travel at a faster gait than the company he represents! 
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Fireworks Foreseen 
AtSession Of NALU 
Estate Committee 


Conflict With Committee 
On Relations With Trust 
Men Looms At Detroit 


This brief statement in the National 
Assn. of Life Underwriters Wheelhorse 
Newsletter has excited considerable 
curiosity among NALU members: 

“Fireworks can be expected in at 
least one committee Monday afternoon 
at Detroit . . . Tilly Walker’s special 
committee on estate planning will be 
expecting to make a good bit of play 
in what used to be the exclusive field 
of Paul Conway’s standing committee 
on relations with trust officers ... 
which should bring up some interesting 
parliamentary maneuvering ... and 
outspoken accounting of committee 
work.” 

Last February at New York there 
was a joint luncheon of the Conway 
committee with the American Bankers 
Assn. committee on relations with life 
underwriters, headed by John M. Zub- 
er, vice-president and trust officer of 
Republic National Bank of Dallas. At 
this meeting Mr. Zuber asked Mr. Con- 
way, who is general agent of John 
Hancock at Syracuse, if he would ex- 
plain why NALU had created a special 
committee on estate planning and, 
more specifically, whether or not this 
new committee intended to take over 
some of the functions of his committee 
and Mr. Conway’s committee. 

Mr. Conway explained that this spe- 
cial committee was formed because 
some NALU members felt that in some 
areas the lawyers and accountants 
were being left out of the estate plan- 
ning picture, and that the whole show 
was being run by the two committees 
of ABA and NALU. Mr. Conway said 
that in his opinion the new committee 
was unnecessary, that the whole estate 
planning movement was founded and 
guided by the two committees, and 
that the committees had the mechanics 
already well worked out for the es- 
tablishment and development of estate 
planning councils. 

However, the two committees de- 
cided at the luncheon that they should 
be more active in promoting estate 
planning councils, since there is often 
a need and desire for such councils 
in a community but no one knows 
exactly how to go about forming one. 
It was also decided to try to have 
more articles by trust men in Life 
Association News and more articles by 
life agents in trust publications, so as 
to promote the estate planning concept. 

The special committee on estate 
planning is an outgrowth of the com- 
mittee on relations with accountants, 
also headed by R. B. Walker, New 
York Life, Hollywood, Fla. 

The question that faces NALU is 
whether the Walker committee on es- 
tate planning and the Conway com- 

mittee on relations with trust officers 
would be duplicating each other’s work 
and if so which committee should be 
given the priority. 


Two ALC Sections 
List Program Topics 
For Oct. 7-11 Annual 


The financial and combination com- 
panies sections of American Life Con- 
vention have announced their pro- 
grams for the annual ALC meeting 
at the Edgewater Beach hotel, Chi- 
cago, Oct. 7-11. Walter S. Henrion, 
vice-president and treasurer of Wood- 
men Accident & Life, is chairman of 
the financial section, and William P. 
Lynch, 2nd vice-president of Pruden- 
tial at the Jacksonville regional home 
office, is chairman of the combination 
companies section. 

Speakers and their topics at the fi- 
nancial section sessions will be The- 
odore O. Yntema, financial vice-pres- 
ident of Ford Motor Co., “The General 
Economy and Ford Motor Co.;” H. J. 
Rand, president of Rand Development 
Corp., Cleveland, “The Latest Scien- 
tific Developments;” D. D. Tallamy, 
federal highway administrator, Wash- 
ington, D. C., “The Federal Highway 
Program;” T. S. Burnett, president of 
Pacific Mutual Life, “Some Aspects 
of Portfolio Management,” and Mal- 
colm H. Bryan, president of the Fed- 
eral Reserve Bank of Atlanta, “Infla- 
tion Is Not Inevitable.” 

The five speakers for the financial 
section, plus a luncheon, will consume 
all of Friday, Oct. 11, the final day of 
the ALC convention. 

The combination companies section 
will continue its tradition of limiting 
its activities at the annual meeting to 
a luncheon to be held Wednesday, 
Oct. 9. The speaker will be Benjamin 
N. Woodson, president of American 
General Life, who will discuss “As It 
Looks To An Ordinary Man.” 

The financial and combination com- 
panies sections meetings, together with 
the agency and legal sections, are tra- 
ditional parts of the five-day ALC 
gathering. 


W. Va. Acts To Bar 
Variable Annuity Life 


CHARLESTON—Edgar B._ Sims, 
West Virginia auditor and securities 
commissioner, has brought action in 
Kanawha circuit court to restrain 
Variable Annuity Life of Washington, 
D. C., from selling its contracts in West 
Virginia until it registers with the state 
securities department. 

Mr. Sims contends variable annui- 
ties are securities rather than life in- 
surance contracts. 

The court action is a sequel to Com- 
missioner Sims’ unsuccessful effort of 
last March to force Variable Annuity 
Life to register with the state securi- 
ties department. At that time Circuit 
Judge Taylor held that Sims lacked 
jurisdiction and expressed the view 
that he acted without justification in 
ordering Variable Annuity Life to reg- 
ister as a securities firm. 

The company, which is headed by 
a former Virginia insurance commis- 
sioner, Robert A. Crichton, is regis- 
tered with the insurance department, 
and company counsel have argued 
that to make the company subject 
to both the securities and the insur- 
ance departments would create an un- 
fair and unreasonable situation. 


HIAA To Hold Annual 
Individual A&S Forum 
Oct. 21-23 At New York 


The annual individual insurance 
forum sponsored by Health Insurance 
Assn. of America will be held Oct. 21- 
23 at the Biltmore hotel in New York 
City. 

The meeting will be conducted by 
HIAA’s individual insurance commit- 
tee which is headed by D. D. Ulfers, 
vice-president of Mutual Benefit 
H.&A. A program planning subcom- 
mittee headed by Harry L. Graham, 
A&S secretary of Bankers Life of 
Iowa, is preparing events of interest 
to company representatives who direct 
individual health insurance programs. 


A series of workshop sessions on 
latest information, experience and de- 
velopments in individual health insur- 
ance will be featured. The topics will 
include guaranteed renewable, non- 
cancellable, insuring the older ages, 
deductible insurance and risk selec- 
tion. A detailed program and advance 
registration forms will be distributed 
Sept. 16 to member companies. 

With Mr. Graham on the subcom- 
mittee are Peter J. Burns, executive 
assistant of New York Life; J. T. 
Helverson, 3rd_ vice-president of 
Washington National; John H. Lum- 
ley, executive vice-president of Bene- 
fit Association of Railway Employes, 
and Robert E. Ryan, superintendent 
of the A&S department of Royal- 
Globe group. 


Metheny Won't Be 
NALU Candidate 


PITTSBURGH—C. Brainerd Meth- 
eny, general agent here for Fidelity 
Mutual Life, will not be a candidate 
for trustee of National Assn. of Life 
Underwriters, contrary to an article 
in last week’s issue. 

e e e 

Mr. Metheny gave this statement 
to THE NATIONAL UNDERWRITER: “An 
article on page 1 of THE NATIONAL 
UNDERWRITER for Aug. 30 lists me as 
a ‘probable’ candidate for trustee of 
NALU by nomination from the floor. 
However, several weeks ago, follow- 
ing the announcement of the NALU 
nominating committee’s slate, I de- 
cided that I would not permit my 
name to be put in nomination from 
the floor. 

“I want to thank all the various 
committees and individuals who spon- 
sored my candidacy. I appreciate all 
the work they did and I am glad that 
there are so many excellent candi- 
dates from whom to choose.” 


Asks Mich. Governor To 
Widen Blue Cross Probe 


Circuit court Judge Bowles of De- 
troit, chairman of a special commission 
investigating Michigan Medical Serv- 
ice (Blue Cross) and Michigan Hospi- 
tal Service (Blue Shield), has asked 
Gov. Williams to broaden the scope of 
the inquiry to include hospitals, nurs- 
ing homes and other institutions whose 
operations “are so tightly interwoven 
with Blue Cross as to make their ex- 
clusion a serious omission.” Operations 
of commercial health insurers should 
also be studied, Judge Bowles said. 





Variable Annuity 
Not Subject To SEC 
Rule, Court Holds 


Decision Based On PL15 
Called Significant For 


State Supervision’s Role 

WASHINGTON — Federal Judge 
Wilkin has dismissed Securities & Ex- 
change Commission’s suit that at- 
tempted to assert SEC jurisdiction 
over variable annuities and the com- 
panies issuing them. Judge Wilkin said 
if it were not for public law 15—the 
McCarran act—he would have been 
constrained to hold for SEC, as the 
contracts have some of the earmarks of 
securities. But in view of Congressional 
intent, as expressed in the McCarran 
act, he held it was up to Congress, 
rather than the courts, to determine 
whether the variable annuity belonged 
under SEC or state insurance depart- 
ment jurisdiction. 

The SEC did not immediately in- 
dicate whether it would appeal or press 
for Congressional action. 

J e * 

Securities men were as irked at the 
decision as the defendants were jubi- 
lant. The suit was originally against 
Variable Annuity Life but Equity An- 
nuity Life, also of this city, joined as 
a defendant. President Robert A. 
Crichton of Variable Annuity Life 
made this comment on the decision: 

“The court clearly stated the issue— 
are insurance companies issuing vari- 
able annuities subject to federal or 
state law or to both? That has been 
the only issue and the court correctly 
answered it by again affirming the 
McCarran act and the state regulation 
of insurance. This decision points up 
the vital stake the entire insurance 
industry has in this matter. 

“The court made it clear that there 
was no question as to the soundness 
of the variable annuity. Judge Wilkin 
emphasized that the only issue to be 
resolved was the jurisdictional ques- 
tion. 

“His decision, in effect, is based on 
the findings of the several state in- 
surance supervisory officials that the 
variable annuity is insurance. This 
highlights the necessity of protection 
of state insurance regulation against 
collateral attacks against federal agen- 
cies. This action in principle is similar 
to the struggle that companies have 
had against the challenges of the Fed- 
eral Trade Commission in the health 
insurance field.” 


George H. Johnson, president of 
Equity Annuity Life, hailed the de- 
cision as “a victory for all Americans 
who must protect the money they put 
away from inflation by taking steps to 
see their retirement income rises with 
the cost of living.” 

Mr. Johnson had charged that SEC 
had been prompted to its action by the 
securities dealers because “the securi- 
ties dealers were afraid of the com- 
petition from equity insurance policies 
as the most desirable form of invest- 

(CONTINUED ON PAGE 20) 








2 


HeNATIONAL UNDERWRITER 


September 6, 1957 





—_—_ 





Accidents Took 95,000 
Lives And Disabled 9.5 
Million People In 1956 


Last year’s toll of 95,000 deaths and 
9.5 million non-fatal injuries as a re- 
sult of accidents cost the people of 
this country an estimated $11 billion, 
making accidents a major social and 
economic problem in the U. S., ac- 
cording to Louis I. Dublin, consultant 
on health and welfare for Institute 
of Life Insurance and formerly a Met- 
ropolitan Life vice-president. 

The 95,000 deaths, 350,000 perman- 
ent injuries and the more serious of 
the 9,150,000 temporary total disabil- 
ities disrupted family life on a large 
scale by cutting off income and by 
producing many widows, orphans and 
cripples, Mr. Dublin said. Of 44 coun- 
tries checked, 38 have lower accident 
rates than the U. S., a few of them 
running about half this country’s rate. 

The first fact that stands out in an 
analysis of the accident situation is 
the ever-increasing significance of the 
deaths and injuries resulting from the 
use of motor vehicles. Automobile ac- 
cidents last year rose to a high mark, 


with 40,000 deaths and 1.4 million in- 
juries. Nearly 18 million drivers were 
involved in motor vehicle mishaps and 
1.7 million were involved in accidents 
injuring someone. While other forms 
of accidents have been declining over 
recent decades, motor vehicle acci- 
dents appear to have stabilized at 
their recent high levels, he said. 

Next in importance are the home 
accidents which last year accounted 
for 28,000 deaths and 4.2 million dis- 
abling injuries. A great variety of 
mishaps occur in the home, the most 
important being falls, fire burns, fire- 
arms and poisonings. Since 1940, the 
rate has declined over a third, and 
last year’s fatalities were the smallest 
of any of the 29 years for which fig- 
ures are available. 

Even more promising has been the 
record in work accidents. For more 
than three decades, industry, aided by 
National Safety Council and many life 
and casualty companies, has organized 
itself for the study of the causes of ac- 
cidents within the workshop and fac- 
tory. Since 1940, the reduction in rate 
of fatal work accidents has been over 
30%, despite the marked increase in 
employment, the greater complexity 
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of machinery and the need for speed- 
up to meet the requirements of the 
recent war and the national defense 
efforts. 

Mr. Dublin noted that the rate of 
decline has been much greater among 
the industrial members of National 
Safety Council than in industry in 
general. However, a total of 14,300 
deaths and 2 million injuries were 
recorded among those at work last 
year. The largest number of fatalities 
was in agriculture and the construc- 
tion industries, suggesting two speci- 
fic areas for intensified accident pre- 
vention work. 

Accidents, both fatal and non-fatal, 
are heavily concentrated in the child- 
hood and early adult years, as well as 
in post-retirement. But there has 
been no improvement in the past 50 
years in the accident rate in the 15 to 
25 age period. In the childhood years, 
accidents constitute the leading cause 
of death. This continues to be true up 
to age 25. The years 15 to 25 are the 
most dangerous. 





Pacific Mutual Buys 


Fresno Shopping Center 


Pacific Mutual Life has bought Man- 
chester shopping center at Fresno, 
Cal., from Chester A. Bergfeld, Fresno 
business man. Ultimate outlay for the 
center will be about $15 million, a 
figure including 23 stores now exist- 
ing and others definitely scheduled 
for construction. Pacific Mutual’s pur- 
chase includes all land and building 
of the shopping area except that por- 
tion owned and occupied by Sears, 
Roebuck & Co. The company has had 
financial interest in the shopping cen- 
ter since 1956 when a $1,500,000 mort- 
gage loan was negotiated. 

Other shopping centers. entirely 
owned by Pacific Mutual include Nor- 
walk Square, Norwalk, Cal., and Cap- 
itol shopping center, Salem, Ore. Pa- 
cific Mutual also owns _ substantial 
portions of other similar develop- 
ments. 





Life Company Assets Climb To 
$98,239,000,000 In First Half 

Assets of all U. S. life insurance 
companies increased by $2,395,000,000 
in the first six months to a total of 
$98,239,000,000, according to Institute 
of Life Insurance. 

New investments in securities and 
mortgages during the first half totaled 
$7,426,000,000 including reinvestment 
funds from maturities, amortizations 
and replacements. 

Mortgage acquisitions rose by $2,- 
631,000,000 to a record $34,159,000,000 
at midyear, a rise of $1,165,000,000 
since the first of the year. Last year’s 
6-month acquisitions increased midyear 
holdings by $1,859,000,000. U. S. cor- 
porate bond purchases of $2,557,000,- 
000 brought midyear holdings to $37,- 
641,000,000, a rise of $986 million in 
the first half, compared to a rise of 
$1,005,000,000 last year. 


Chicago Life Agents to Meet 

Council of field underwriters and all 
committee workers of Chicago Life Un- 
derwriters Assn. will meet Thursday, 
Sept. 12, at 8:30 a.m. in Farwell hall 
of the Y.M.C.A. building at 19 South 
LaSalle street. It is the first meeting of 
the fall season and was _ scheduled 
to decide the Chicago association’s 
program for the coming year. 


OSCAR A. KOTTLER, 61, executive 
vice-president of Life Of Florida, died. 
Previously, he had been deputy com- 
missioner of the Pennsylvania depart- 
ment from 1945 until 1955 and senior 
examiner of the Florida department. 
He had also been resident manager at 
Philadelphia for J. Huell Briscoe & 
Associates, actuaries, management and 
insurance consultants of Chicago. Mr. 
Kottler was past president of both 
Pennsylvania and New Jersey Fra- 
ternal Congresses. 


Baumann, Former NALU 
President, Heads New 


Illinois Life Company 


Illinois Mid-Continent Life has 
organized at Chicago under the preg. 
dency of Jul B. Baumann who will be 
best remembered as 1947-48 president 
of National Assn. of Life Underwriters 
The company has established heaq. 
quarters at 676 North St. Clair street, 
in what was formerly a branch pos 
office for the near north side area of 
Chicago. The building is now being 
renovated as the home office of the 
insurer. 

Chairman of the company is Albert 
W. Clutter formerly an executive with 
Sears Roebuck and Co. and prior to 
that with S. S. Kresge Co. Mr. Clutter 
also is president of Illinois Mid-Con. 
tinent Investment Co., also of 675 
North St. Clair street, an organization 
which was established to sell stock jn 
the new life company. The life com. 
pany was authorized to do business jp 
Illinois on July 26 under a capitaliza. 
tion structure that was described as 
being “in excess of the Illinois mipj. 
mum requirements.” Mr. Baumann 
said the company has been authorized 
to sell 1,600,000 shares of stock and 
is currently offering the shares at 
$3.75. He said the company is selling 
stock in blocks of 250,000 shares and 
expects to achieve a capital and sur- 
plus figure of about $5 million within 
a year’s time. He said the holdings of 
any one person in the new company 
are limited to 500 shares. 

The new company, which has al- 
ready written some life business, plans 
to write all forms of non-participating 
life policies. It will limit its operations 
to Illinois for some time to come. 

Mr. Baumann has been in the life 
business for 36 years. He formerly was 
a division manager of the group de- 
partment of Aetna Life at St. Louis 
and also formerly a Pacific Mutual 
Life general agent at Houston. More 
recently he has been an agency con- 
sultant for American International 
Life Underwriters. Mr. Baumann was 
with Pacific Mutual when he was 
elected NALU president in 1947. 

Other officers besides Mr. Clutter 
and Mr. Baumann include Jack D., 
Paulk, vice-president and director, for- 
merly with Standard Life & Accident 
of Oklahoma as agent, general agent, 
and Illinois state director; Maurice F. 
Brennan, treasurer and director of the 
new company, a senior partner and 
managing director of Chase Conover & 
Associates, Chicago consulting actuar- 
ies and accountants, and Irving B, 
Campbell, secretary, Chicago corporate 
attorney and law partner in the firm 
of Johnson, Zahler, Campbell & Stitt. 

Among directors besides Mr. Clutter, 
Mr. Baumann, Mr. Paulk, and Mr. 
Brennan, are Elmer F. Layden, with 
General American Transportation Co,, 
Chicago, former head football coach of 
University of Notre Dame and former 
commissioner of National Professional 
Football League; Reuben Thorson, 
partner in the investment firm 
Paine, Webber, Jackson & Curtis; M. 
L. Kresge, retired district manager of 
S. S. Kresge Co.; Herbert M. Johnson, 
Chicago lawyer and state senator, and 
Joseph C. Kracht, Montgomery Ward 
merchandising vice-president. 


Chicago H.O. Underwriters 


To Meet At Bloomington Sept. 13 

Chicago Home Office Life Under- 
writers Assn. will hold its next month- 
ly meeting Friday, Sept. 13 at Hotel 
Rogers, Bloomington, Ill. The speaker 
will be Frank Whitbread, assistant 
vice-president of Lincoln National Life, 
who will discuss “Some Recent Devel- 
opments in Underwriting.” 


Ind. H. O. Underwriters To Meet 

Gordon Gifford, 2nd vice-president 
of American Service Bureau, 
speak on the relationship of the inspet- 
tion company to the home office ul- 
derwriters at the Sept. 11 meeting 
of Indiana Home Office Underwriters 
Assn. at the Athenaeum in Indianapo- 
lis. 
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Allstate Life Sells 
Ist Policy In Ill. 


Allstate Life, formed earlier this 
year as a running mate to Allstate, 
started writing business in Illinois this 
week by issuing its first policy, a 
mortgage cancellation contract, to the 
pale K. Huddlestun family of West 
Liberty, Ill. The Huddlestuns were 
picked as recipients of the first policy 
because they live in the population 
heart of the U. S. and represent the 
typical pioneer spirit of the midwest. 
“Besides the mortgage cancellatior. 
contract, other policies currently being 
written by Allstate include 5 and 10- 
year convertible term plans, whole life, 
life-paid-up at 65, 20-pay-life, 20 year 
endowment, and endowment at 65. 
Optional features that may be added 
to most Allstate contracts include waiv- 
er of premium and double indemnity. 
The company has also made provisions 
for payment of premiums by the pre- 
authorized check plan and has set non- 
medical limits of $15,000 to age 30, 
$7,500 to age 35, and $5,000 to age 40. 
The new life company is also offering 

(CONTINUED ON PAGE 19) 








Unique Manual Contains 
Error In Bond Figures 
For Aid Assn., Lutherans 


A most unfortunate error occurred 
in the figures shown for Aid Associa- 
tion for Lutherans, on page 1003 of 
the 1957 Unique Manual of Life Insur- 


' ance, published by The National Un- 


derwriter Co. 

On this page, the 1956 figures for 
Aid Association for Lutherans should 
show that of a total of $163,239,851 of 
bonds held, only $1,481,422 were 
actually reported to be in default as to 
interest due. These figures are the 
correct ones and are from Schedule D, 
Part I of the official annual statement, 
filed with the various state insurance 
departments. None of these bonds is 
in default as to principal. 





Stockholders Of Defunct 
Missouri Insurer Ask 


Retrial Of Old Suit 


ST. LOUIS—Orville Richardson, at- 
torney for some of the stockholders of 
the old Missouri State Life, has filed 
a motion for a new trial in the case 
in which Judge Ruddy, presiding in 
St. Louis court of appeals, rejected the 
$16 million suit against General 
American Life. The motion, regarded 
as a necessary preliminary step should 
the plaintiffs decide to appeal from 
Judge Ruddy’s decision of last April 
27, cited 67 instances of alleged error 
in the decision. The motion asks Judge 
Ruddy to set aside his decision and 
find for the stockholders of the de- 
funct company. In his decision Judge 
Ruddy held that the officers of 
General American Life handled the af- 


| fairs of the old Missouri State Life 


in accord with sound business prac- 
tices and for the best interest of the 
policyholders and stockholders of the 
dd company. Judge Ruddy, then a cir- 
tuit judge, first heard testimony in 
the suit in 1950. Later when he was 
dlevated to the court of appeals, he 
tetained jurisdiction of the important 
lawsuit at the request of counsel for 
all of the interested parties. He was 
tegarded as the best qualified judge 
for this particular case because of his 
«xperience as a certified public ac- 
a prior to becoming a circuit 
judge, 





General Life of Seattle, the newest 
member of General of Seattle group, 
has entered California. 
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Republic National Introduces New Service 





W. N. Stannus (center), vice-president in charge of the reinsurance division 
of Republic National Life, shows the first edition of What’s NEWS in Rein- 
surance to Albert Thornton (left), Cosmopolitan Life of Lake Charles, La., 
and Milton G. Pace, American Savings Life of Phoenix. 

This new reinsurance service consists of a folder packed with informative 
material for the benefit of the company’s reinsurance clients and prospective 


clients. Among the items are a review of 


the company’s experience with the new 


family plan, a practical underwriting article by Malcolm Thomas, assistant vice- 
president in charge of reinsurance underwriting, plus a number of general news 
items. The first kit also includes a new brochure which outlines some of the 
services offered by the reinsurance division. Plans are to send What’s NEWS in 


Reinsurance at frequent intervals. 


Those who did not receive one of these kits and would like to see it may 
obtain copies by writing to the reinsurance division of Republic National Life, 


Dallas, Tex. 





B.M.A. Policyowners 
To Get Asian Flu Data 


As a part of the campaign to avert 
serious consequences of a possible epi- 
demic of Asian influenza in the U.S., 
Business Men’s Assurance is enclosing 
a brochure about the disease with each 
premium notice to individual policy- 
owners as well as with all premium 


statements to businesses with B.M.A. 
group and wholesale plans. 

Along with its efforts to inform pol- 
icyowners about the disease, B.M.A. 
is also planning a program of innocu- 
lation for its own home office em- 
ployes, and as soon as supplies of the 
vaccine become available, the company 
will offer personnel the opportunity 
to be innoculated without charge. 





premium income 


$38 million A gyrance in force 


$\"/2 billion life im 


FOR MEN OF GREAT a 
ER IN FIELD UNDERWR 
SON pORTUNTIES — 


OFFERING WNLINITED m 
neral agencies 


incentive 
; : pista individual 


representatives 


e ge 


14 


a 
bd 


mR. A PROFES: 


salesmen 
sales 













ys Oe en Ok <a 


Wh Washington National Onsurance Company 


HOME OFFICE 


EVANSTON, 


ILLINOIS 





Name Lawton President 
Of Bankers Security; 


Morris Still Chairman 

G. Albert Lawton has been elected 
president of Bankers Security Life. He 
succeeds Arthur J. ; 
Morris, founder of 
the company, who 
continues as chair- 
man. 

Mr. Lawton en- 
tered the business 
with Aetna Life in 
1939 and was di- 
rector of agencies 
when he left to be- 
come. executive 
vice-president of 
Security-Connecti- 
cut Life in 1955. 
He was president of Security-Connec- 
ticut Life and its affiliates, Security 
and Connecticut Indemnity, before 
joining Bankers Security. He is a CLU. 

Mr. Lawton, who has assumed his 
new duties, heads an executive staff 
which includes Harry O’Brien, ist vice- 
president; Allen C. Eastlack, vice-pres- 
ident and actuary; George J. Harrison, 
vice-president; Edward S. Grandin III, 
director of A&S, and William J. Moore, 
treasurer. 


Offer 88,761 Shares Of 
Employers’ At $48 Each 


Employers’ Group Associates is of- 
fering holders of its common shares 
the right to subscribe at $48 a share 
for 88,761 additional common shares 
on the basis of one new share for each 
four shares held on Aug. 27. 

The offer expires on Sept. 18. An 
underwriting group headed by Morgan 
Stanley & Co. will purchase any un- 
subscribed shares at the expiration of 
the offer. 

The company expects to use $2,250,- 
000 of the net proceeds to form a life 
company, with 51% of the voting stock 
to be owned by Employers’ Group As- 
sociates and the remainder to be owned 
by the U. S. branch of Employers’ 
Liability of London. Balance of the 
proceeds will be added to general 
funds as a source of additional capital 
for any of the subsidiaries. 

Employers’ Group Associates is a 
Massachusetts trust acting as a holding 
company. Its wholly-owned subsidiar- 
ies, American Employers’ and Employ- 
ers’ Fire, along with the U. S. branch 
of Employers’ Liability and its sub- 
sidiary, Halifax, are known as Em- 
ployers’ group. 

The company has paid cash divi- 
dends on its common stock every year 
since 1930, except 1933. Payments in 
1956 totaled $2.40. Three dividends of 
60 cents a share each have been de- 
clared so far in 1957. 





G. A. Lawton 








Life Policy Benefits Totaled 
$3,294,600,000 In First Half 


Life insurance policy benefits in the 
first half totaled $3,294,600,000, up 
$369.9 million, according to Institute 
of Life Insurance. 

Death benefits amounted to $1,326 - 
200,000, up $117.3 million. Matured 
endowments, disability and annuity 
payments, surrender values and divi- 
dends totaled $1,968,400,000, up $252.6 
million. 


San Francisco CLU Classes Set 

The San Francisco CLU chapter will 
have four classes in progress during 
the 1957-58 school year. Two of the 
classes will meet at San Francisco 
State college and the other two in the 
Mills building assembly in downtown 
San Francisco. The classes will begin 
the week of Sept. 17. The four courses 
will include: (1) Fundamentals of life 
insurance and annuities, (2) Econom- 
ics and finance, (3) Business life in- 
surance, A&S, group and pension, and 
(4) Laws of trusts, taxation, estates, 
wills, business, and life insurance. 
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Frederick H. Ecker, honorary chair-, 


man of Metropolitan Life, as he ap- 
peared on his 90th birthday last Friday. 


F. H. Ecker At 90 Is Still Vigorous, 
Plays 9 Holes Of Golt, Works Full Day 


By ROBERT B. MITCHELL 


The words “90 years old” seem to 
lose their meaning when you talk with 
Frederick H. Ecker, Metropolitan 
Life’s honorary chairman and former 
president and chairman, who last Fri- 
day reached age 90. 

Mr. Ecker looks, acts, and talks like 
a man in his 60s. It seems incredible 
that he is only 10 years short of being 
a centenarian and has only six years 
to go before maturing his ordinary 
life policies as endowments. 

Trading quips with reporters at a 
press luncheon the day before his 
birthday, he seemed to have changed 
hardly at all in the last quarter- 
century. There was the same quick 
understanding, keenness of wit, and 
ready answers to questions—answers 
based on an obviously thorough grasp 
of current conditions. He doesn’t mind 
talking about the past but he isn’t 
living in it. 

It’s not surprising that Mr. Ecker 
and his son, President Frederic W. 


Ecker of Metropolitan, could be taken 
for brothers rather than father and 
son. Fred Jr. doesn’t mind this, he 
says—except when people ask which is 
older. 

Serving without salary for the last 
20 years, Mr. Ecker still puts in a full 
working day at the Metropolitan home 
office. He arrives at the office about 
10 a.m. and says he tries not to stay 
later than 6 p.m. He puts into practice 
something he said many years ago, 
when he was asked what he consid- 
ered the first essential for a happy 
life: “If I were to suggest a general 
rule for happiness I would say: ‘Work 
a little harder. Work a little longer. 
Work! Self-fulfillment is not achieved 
in leisure. It comes of suffering, toil, 
discipline, work.’ ” 

But it’s by no means all work and 
no play for Mr. Ecker. He hasn’t lost 
his zest for golf any more than for 
work though he confines himself to 
nine or 10 holes per game, in contrast 
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Lincoln National’s new 4-Dimensional life 
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to years ago, when he considered g 
vacation day wasted if he didn’t play 
18 holes in the morning and probably 
another 18 in the afternoon. On a re. 
cent 3-week vacation he played golf 
every day but three. 

When the conversation at the preg 
luncheon turned to golf, one of the re 
porters, wondering if Mr. Ecker 
one of the electric carts, asked him it 
he walked. 

“What do you mean?” he asked, 4 
can’t fly.” 

When the reporter explained aboy 
the electric carts Mr. Ecker said he 
didn’t use them—he didn’t like to wait 
for a cart to be brought around to 
pick him up. 

& e * 

Mr. Ecker was clearly having a fine 
time talking with the reporters, some 
of whom he has known for Many 
years. He recalled that when he was 
traveling extensively on company 
business he found the reporters who 
came to interview him were the most 
accurate source of information on ]p. 
cal situations. He said he always 
talked freely with reporters and only 
once in all his experience with neys. 
paper people had anyone violated 
confidence by printing something that 
he had specified was “off the record.” 

Asked by one of the daily paper re. 
porters if he thought that with the 
number of fire and casualty compa. 
nies buying or starting life companies 
“too many people are getting into the 
life insurance business,” Mr. Ecker 
said competition is the life of trade 
and if life insurance companies “can't 
stand up to people who don’t know 
anything about life insurance” they'd 
better go out of business. 

Queried about the Armstrong inves- 
tigation of life insurance of half a 
century ago, at which he was a wit. 
ness, Mr. Ecker recalled the commit- 
tee’s counsel, Charles Evans Hughes, 
later Chief Justice of the United 
States, as being very fair and con- 
structive. Mr. Ecker said the Arn- 
strong laws had a dampening effect 
on the life insurance business but only 
for a short time. 

Mr. Ecker is seven months older 
than Metropolitan Life, which he 
joined in 1883 at the age of 15. Even at 
that early age he was thinking ahead 
about his career, for the final sentence 
of his letter of application to Metro. 
politan read: “I would like to get a 
position where I would have a good 
chance for advancement.” 

e e e 

Fred Ecker’s first job with Metro- 
politan was mail boy. The company 
had 60 employes, 531,048 policies for 
a total of $6344 millian, assets were 
$2,186,622, liabilities $1,559,254, and 
surplus $627,368. It was one of sur- 
vivors of the panic of 1873, which 
had wiped out about half the life com- 
panies in the country. 

In those days the mail boy did a 
lot more than just sort and deliver 
the mail. For example, the company’s 
only telephone was in the mail room, 
so in addition to the mail, young Ecker 
delivered telephone messages. This 
brought him in contact with officers 
and other executives. 

His first promotion was to a clerk- 
ship in the real estate division, help- 
ing prepare papers for mortgage loans. 
On his own initiative, he began an 
intensive study of real estate and the 
principles governing its value. He read 
extensively in property law and from 
this branched out into other fields.of 
law. His judgment came to be relied 
upon more and more in deciding 
whether Metropolitan should make oF 
reject a loan on a given piece of prop- 

(CONTINUED ON PAGE 16) 
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JAMA Names Isom 
Company Consultant 


L. Warren Isom has joined LIAMA 
gs consultant in the company re- 
lations division. 
He will consult 
with member 
companies, serve 
on the faculty of 
agency manage- 
ment schools and 
contribute to 
LIAMA _publica- 
tions. 

Mr. Isom. en- 
tered insurance 
as assistant actu- 
ary of Security 
Benefit Life of 
Topeka in 1952 and became assistant 
actuary and assistant secretary of Mid- 
west Life of Lincoln in 1954. He joined 
pankers Life of Nebraska early this 


year. 





L. Warren Isom 





Study Agent Recruiting 
Work By GAMC Members 


LIAMA is surveying recent agent 
recruiting methods used by agency 
and district managers who are mem- 
pers of General Agents & Managers 
Conference of National Assn. of Life 
Underwriters. 

Managers have been asked to report 
on the last full-time recruit hired and 
the last man sought unsuccessfully. 

LIAMA reported that while a large 
number of questionnaires had already 
been received from managers, it is 
hoped that the remainder will be re- 
turned at an early date. 

A report on the survey will be pub- 
lished and distributed to GAMC mem- 
bers and LIAMA member companies. 


Bankers Security Life To Hold 


Annual Convention Sept. 13-15 

Bankers Security Life of New York 
will hold its annual convention Sept. 
13-15 at Pocono Manor Inn, Pa. 

Edward Grandin, head of the A&S 
division, will introduce new A&S con- 
tracts. A panel on “Building a Life 
Agency” will be held. State Sen. Mitch- 
ell of New York City will address the 
banquet, at which awards will be pre- 
sented. 

Allen Eastlack, vice-president and 
actuary, will conduct a review of prog- 
ress and plans for the future. A golf 
tournament and other recreational ac- 
tivities will be held. George J. Harri- 
son, vice-president, will preside at the 
convention. 





Midland Nat. Gives Scholarships 
Shirlee Jane Neuharth, 18, Alpena, 
S. D., won the first prize award of a 
$300 college scholarship in Midland 
National Life’s $1,000 essay contest for 
1957. Miss Neuharth’s essay on “What 
Insurance Means to Me,” was select- 
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PAUL TEMPLE AND ASSOCIATES 
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ed from more than 400 entries from 
26 states and Alaska. To be eligible 
for the contest, entrants were required 
to be 19 or under and to be Midland 
National policyholders, or the sister, 
brother, son or daughter of a Midland 
policyholder. 

Other scholarship awards in the 
contest went to Clara Ellenore Potter, 
19, Grover, Colo., $200; Elaine Klein, 
17, Marysville, Wash., $150; Dale Bry- 
son, 18, Watertown, S. D., Robert Ar- 
thur Nelson, 17, Montrose S. D., and 
Janis Elaine Frank, Highmore, S. D., 
each $100. Five other boys and girls 
— honorable mention awards of $10 
each. 





Maine Sets Minimum 
Group Life Premium 


Commissioner Mahoney has promul- 
gated a loading formula for premiums 
on group life policies delivered in 
Maine by domestic and foreign com- 
panies. It is like the New York formu- 
la. 


The minimum gross annual yearly 
renewable term premium will be equal 
to the net CSO 3% premium, loaded 
10%, plus a constant. The constant 
will be $1.80 per $1,000 of insurance 


“I’m sold 
on C.L.U.” 


BOWLES: “Earl, I just dropped in to congratulate you on 
your 25th year as a C.L.U. It must give you a great 


sense of accomplishment.” 


says 


on the first $75,000 in the group, but 
will not apply to the excess. The com- 
missioner was permitted to fix the 
loading and the constant under a law 
passed by the legislature this year. 





Name Nassberg Chairman 
of New York City Assn. 


Jules Nassberg, Berkshire Life, has 
been elected board chairman of New 
York City Life Underwriters Assn. for 
1957-58. He entered the business in 
1928 and is a life and qualifying mem- 
ber of Million Dollar Round Table. 


EARL SCHWEM™M 


process. 


Once an agent has completed Company Train- 
ing Courses and L.U.T.C., I always recommend C.L.U. 


when it is appropriate to do so.” 


SCHWEMM: “Yes, it does, Bob. I was fortunate enough 
to become a C:L.U. early in the game and it has meant 
a great deal all these years.” 


BOWLES: “In what way?” 


SCHWEMM: “I can answer that in two words: poise and 

self-confidence—the two ‘musts’ for a successful life 
The C.L.U. means study—study means 
self-confidence like 


underwriter. 
knowledge—and nothing breeds 
knowledge!” 


BOWLES: “Is that why you’re sold on C.L.U.?” 


SCHWEMM: “Yes. We’re always learning, Bob, and the 
C.L.U. course is an important vehicle in our learning 





Earl M. Schwemm, C.L.U., Great-West Life's 
Chicago Agency Manager, is pictured above (left) 
with Robert S. Bowles, C.L.U., a Supervisor of the 
Chicago office. 

Mr. Schwemm is a past-president of the Chicago 
C.L.U. Chapter, while Mr. Bowles is a member of 
the Chapter’s Board of Directors. 











BOWLES: “Do you think being a C.L.U. is becoming more 
important today?” 


SCHWEMM: “Definitely. It means far more simply be- 
cause the public is more aware of its professional signifi- 
cance. The public likes to be served by well-qualified 
people, whether they happen to be lawyers, doctors, or 
life underwriters.” 


BOWLES: “How about the dollars and cents aspect of the 
C.L.U.?” 


SCHWEMM: “That’s easy, Bob. There is positive proof 
that the prestige of the C.L.U. designation attracts. a 
better clientele. This leads to increased production— 
and, naturally, increased earnings!” 
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Million Dollar Producer Tells How He 
Sells Deferred Compensation Programs 


Those attending the 1957 .Million 
Dollar Round Table annual meeting 
heard from Robert K. Clark, New Eng- 
land Life, Cleveland, a succinct and 
graphic account of the method he uses 
in what he termed the package selling 
of deferred compensation plans for ex- 
ecutives. Here is a condensed version 
of his talk. 

Primarily, I sell one proposition. I 
write one simple letter. I make one 
simple telephone call for an appoint- 
ment. I make one simple illustration. 
I have one simple sales talk. It could 
be monotonous if it weren’t for the 
commissions. 

This plan that I am merchandising 


I call the “5-20 Deferred Compensa- 


tion Plan for Executives.” 

I coined the phrase “5-20” to indi- 
cate a $5,000 annual investment in a 
20-pay life contract. Depending upon 
the amount of premium I think a cor- 
poration can stand, my presentation 
might be the 10-20 or 20-20 plan, or 
going the other way, the 1-20 plan. 
If the executive involved is age 47, it 
might be the 5-18 plan. 

I have found that by talking about 
the annual investment to be made in 
terms of multiples of $1,000, rather 
than the face amount of insurance in 
multiples of $100,000, the prospect is 
more relaxed and doen’t scare off so 


easily. (It is also easier to figure the 
commissions involved.) 

Now, I am going to get down to 
brass tacks. 

Who are my prospects? The 52% 
tax bracket corporations—mostly close- 
ly held. Some, however, are listed cor- 
porations. 

Where do I get my prospects? Most- 
ly from law firms and accounting 
firms with whom I have done business. 
I concentrate on corporations who I 
know are represented by law firms 
and accounting firms who know me 
favorably. 

e e e 

The first thing I do is to get a Dun 
& Bradstreet report. Then my secre- 
tary writes this letter: 

“T should like to introduce myself. 
I am 40 years of age and one of the 
very few life insurance salesmen who 
is both a CLU (chartered life under- 
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John E. Sonin, Agency Director 
Central Standard Indemnity Co. 
303 W. Lake St., Chicago 64, Ill. 


Please send me, without obligation, your Accident Estate Kit. 











Sales Ideas That Work 


writer) and a qualifying and life me. 
ber of the Million Dollar Round T,. 
ble. We have a mutual friend, Jin 
Jackson of the law firm of Jackson, 
Jones & Taylor. 

“Recently, I developed a most yp. 
usual idea, which I am sure you haye 
not seen before. It is a “Deferreg 
Compensation Plan for Executives,” | 
believe that you will be interested jp 
this plan as it might apply to yourself 
and possibly other executives in yoy 
firm. 

“The early part of next week, | 
shall give you a call, explain this idea 
to you briefly over the telephone, ang 
if you are interested, I should like 
to arrange for an appointment at your 
earliest convenience.” 

Now the secret of this letter is jp 
the last paragraph. I have yet to be 
turned down by an executive to le 
me explain briefly over the telephone 
the idea I have in mind. 

This letter usually is mailed op 
Thursday, so that it gets to his desk 
on Monday. 

My secretary in the interim calls 
the corporation and gets the name of 
the secretary to the president. 

I never call the president direct, 
but always ask for his secretary by 
name. The conversation usually goes 
something like this: “Miss Jones, my 
name is Bob Clark. I should like to ask 
a favor of you. I’m in the life insur- 
ance business, and last week I wrote 
Mr. President a short letter in which | 
told him I had developed a new plan 
of deferred compensation for execu- 
tives. I promised him I would call 
this week and explain the plan to him 
briefly over the telephone. Could you 
tell me when would be a good time 


for me to call Mr. President and speak | 


to him?” 

Then she goes in to see Mr. Presi- 
dent and says, “Bob Clark wants to 
talk to you. He’s in the insurance 
business and wrote you a letter last 
week about deferred compensation.” 
(Mr. President then gets out the let- 
ter, if he can find it.) 

e e a 

Our conversation goes something 

like this: I always ask the question, 


“Mr. President, are you free to speak | 


on the telephone for a few minutes?” 
If he says yes, I am off and running. 


If there are people in his office, he | 


will tell me when to call him back. 


“Mr. President, do you have my | 


letter in front of you?” 
“Yes,” 
“Mr. President, I have developed a 


new idea in the field of deferred com- © 


pensation which I am sure you have 
not heard before. As I indicated in 
my letter, I should like to explain 
this idea to you briefly over the tele- 
phone, and if you are interested, | 
would like to arrange for an appoint- 
ment at your earliest convenience.” 

“Shoot.” 

“Do you have a pencil handy?” 

“Yes.” 

“Good. This plan has two benefits: 
one, a tax free death benefit; two, a 
retirement benefit in addition to any- 
thing you might get from a qualified 
pension plan. I’m going to illustrate 
these benefits by telling you of a plan 
I worked out for a corporation presi- 
dent, age 41, drawing down a salary 
of $20,000. If this young president 
should die this year, his family would 
get $100,000 free of income tax. It 

(CONTINUED ON PAGE 17) 
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FIELD CHANGES 


New England Life 


New England Life has established 
new general agencies in Miami and 
Tampa. George D. 
Farrington gener- 
al agent in Albany, 
will be general 
agent in Miami, 
with offices at 102 
Donland building, 
1401 Southwest 
First street. The 
Tampa agency at 
2020 Ross building, 
Cass and Tampa 
streets, will be 
headed by Melvin 
C. Magidson as 
manager. Mr. Mag- 
idson has been dis- 
trict agent in Pensacola, Fla., since 
joining the company in 1955. Clifford 
W. Dow Jr., assistant general agent in 








G. D. Farrington 





C. W. Dow Jr. M. C. Magidson 


the Partridge agency in Boston, has 
been promoted to manager at Albany. 
Mr. Farrington joined New England 
Life in 1943, becoming manager at 
Albany in 1947 and general agent in 
1952. 


Colonial Life 


Sandford R. Johnson and Bernard 
J. Lyttle have been appointed regional 
superintendents at New York. Their 
responsibilities will include further 





S. R. Johnson 


B. J. Lyttle 


development of Colonial Life sales, 
primarily among agents and brokers 
doing business with Chubb & Son, 
managers of Federal. Mr. Johnson will 
be located at Chubb & Son’s office 
at 90 John street and Mr. Lyttle will 
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be at Chubb’s 342 Madison avenue of- 
fice. Both men have been general 
agents of Colonial at New York. 


Continental Assurance 


Bernard Handel has been appointed 
general agent for Continental Assur- 
ance at White Plains, N. Y. A certified 
public accountant, Mr. Handel entered 
insurance in 1952. 


Ohio National Life 


John S. Rousseau has been appointed 
manager of Ohio National Life’s east- 
ern division with headquarters at Har- 
risburg, Pa., and Edward M. Svoboda 


has been named assistant manager of 
the Pacific coast division with head- 





E. M. Svoboda J. S. Rousseau 


quarters at San Francisco. Mr. Rous- 
seau, a CLU, was formerly assistant 
division manager on the Pacific coast. 
Mr. Svoboda formerly was assistant 
director of agencies at the home office. 


Union Labor Life 


Edward Price and Charles D. Rush 
have been appointed general agents of 
Union Labor Life at San Francisco 
and Murray I. Sann has been named 
general agent at Los Angeles. Mr. Price 
entered the business with Royal-Liver- 
pool in 1947 and has been operating 
his own brokerage business at San 

(CONTINUED ON PAGE 18) 
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Life Insurance Income 
Payments May Climb To 
$900 Million This Year 


Payments made to policyholders on 
life insurance income plans during 
1956 totaled $790 million and, on the 
basis of recent increases, will be be- 
tween $850 million and $900 million 
this year, according to Institute of 
Life Insurance. This is in addition to 
the current benefit payments which 
were $5,878,235,000 last year and will 
top $6.3 billion this year. 

At the start of this year, policy- 


holders had $7 billion in accumulated 
policy funds left with the companies 
for future income payments. Last year 
was the first that income payments 
exceeded the amount set aside during 
the year from current policy proceeds. 

One reflection of the rapid growth 
of the income idea for benefit pay- 
ment has been the large increase in 
recent years in the sale of family in- 
come policies. First written in 1930, 
this type of policy had risen by last 
year to account for the largest total 
coverage of any type of ordinary in- 
surance sold. 


Some companies have a high share 
of their insurance in force set up un- 
der income provisions, and in some 
cases the benefits set aside for in- 
come use run over 50% of total ben- 
fits susceptible to income use. For all 
companies combined, the share of to- 
tal benefits used for income plans is 
around 25%. This percentage would 
run much larger were it not for the 
rapid growth in recent years of such 
plans as mortgage insurance, business 
insurance and credit insurance, which 
do not generally lend themselves to 
income settlement. 
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We are proud to announce 


that on September 1, 1957, the life insurance in force 
account of the American National passed the Four Billion 


Dollars level! 


We congratulate the American National field forces which 
made possible this accomplishment and whose efforts are 
now bringing into view the next billion with a production 


“a 


increase for the year of over fifty percent more new business 


than for the same period of 1956. 


Openings everywhere in 40-state territory for 


REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


For prompt attention and information address: 


























gg AMERICAN NATIONAL 


INSURANCE Co. 


GALVESTON, TEXAS 





AN AGGRESSIVE INSTITUTION 


1945 — $1,356,976,729 
1955 — $3,438,042,678 


on over 3 million policy holders 


Insurance in Force 


1905 — $2,606,950 
1915 — $61,480,493 
1925 — $302,277,296 
1935 — $554,328,732 


NOW... more than 
$4,000,000,000 








Premiums For Insured 
Welfare Plans Totaled 
$4 Billion In 1956 


Insured welfare and pension plans 
written on wage earners and theij 
families accounted for a third of the 
life companies’ premium volume ang 
a third of the additions to policy re 
serves in 1956, according to Institute 
of Life Insurance. 

Employers and employes paid lif. 
companies over $4 billion in premj. 
ums for group life, pensions and Ags 
last year, while almost $4 billion wa; 
paid in benefits or added to reserve 
for future benefits. The greater pay 
of today’s total of insured welfare 
plans has been written in the last }) 
years. 

Group life covered 33 million wage 
earners under 106,000 separate cop. 
tracts at the start of this year for, 
total of $116 billion. Another $1 pj. 
lion was provided for dependents yp. 
der 2,670 of these plans. More thay 
half of the civilian, non-agricultural 
work force in the U. S. now is coverej 
under employer-employe group life 
plans. A potential retirement income 
of $2 billion was provided for 4,460. 
000 wage earners under 20,780 jp. 
sured pension plans at the year’s end, 

There were 15 million workers un. 
der one or more _hospital-surgical- 
medical plans written by life compa- 
nies alone. Over 24 million depend. 
ents were covered under 85% of the 
group A&S plans. 

As for the widening of welfare plan 
benefits, group life insurance, for in- 
stance, was generally written in the 
past on the life of the worker only, 
while today there is a widening coy- 
erage of dependents. Also while few 
group plans 11 years ago provided 
protection after retirement, today 
more are offering post-retirement 
protection in limited amounts. Ags 
written by the life companies offers 


materially larger benefits today than | 


in the past, and in many cases post- 
retirement benefits are provided. 
Group pension plans show a some 
what higher annuity lIevel than 11 | 
years ago, a _ considerably broader 
vesting of equities for workers and an 
extension in some cases to cover wives | 
as well as workers. Also, group plans 
are now written on groups of 10 or 
even fewer, compared with a com- 


mon minimum of 25 11 years ago. 





Assess Cal. Life Insurers 
$22 Million In Premium Tax 


The 675 insurance companies doing | 


business in California during 1956 


have been assessed $46,222,112 in tax-| 


es on premiums by the state board of 





equalization. The assessments were up 


8.7%, or $3,685,000 over premium taxes © 
for 1955. Most insurance activities in | 


California are taxed at 2.3% of the 
gross premiums, less dividends and | 
unearned premiums paid to _policy- 
holders. : 

The 160 life and disability compa- 
nies operating in California collected 
$1,103,447,000 in premiums _ during 
1956. These companies, which refund- 
ed $111 million in policy dividends and © 
unearned premiums, incurred a tax) 


liability of $22,257,329. That is 9.6% 4 


more than for the preceding year. 


Chicago CLUs To Sponsor Courses 


Chicago CLU chapter will sponsor 
a series of CLU review courses be- 
ginning Sept. 23 at De Paul university, 
Chicago. Registration for the classes, 
which will run through May 25, will 
be Sept. 19-20 from 9 a.m. to 8 pm. 
at the university office. Joseph E. Hunt, 
New York Life, new candidates com- 
mittee chairman, is in charge of the 
program. 
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COMPANY CHANGES 


—_—_—— 


Hancock Names Fitch 
y-P and Counsel; 
Promotes Five Others 


Samuel A. Fitch has been promoted 
to vice-president and counsel and 
Ralph L. Gustin Jr. has been advanced 
to 2nd vice-president and counsel. Mr. 
Fitch will assist Abram T. Collier, 
vice-president and general counsel, in 
the administration of the law depart- 
ment and will have immediate super- 
vision over the investment law staff. 
Mr. Gustin is responsible for legal 
work in connection with bonds and 
stocks and related investments. Horace 
R. Baker Jr. and Thomas H. Smith 
have been named associate counsel, 
John D. Goethel assistant counsel in 
the law department and Howard A. 
Nelson assistant secretary. Mr. Fitch 
joined John Hancock in 1939, becoming 
assistant counsel in 1942, associate 
counsel two years later and 2nd vice- 
president and counsel in 1954. Mr. 
Gustin joined the company as asso- 
ciate counsel in 1953. Mr. Baker has 
been assistant counsel since 1956. Mr. 
Smith has been assistant counsel since 
1951. Mr. Goethel joined the law de- 
partment last year. Mr. Nelson was 
appointed assistant manager of the 
general agency division of the under- 
writing department in 1951 and man- 
ager in 1953. 





Washington National 


Frank Elston, sales promotion man- 
ager of Washington National’s general 
agency department 
Since 1952, has 
been named to 
head a new divi- 
sion established by 
the company to co- 
ordinate and inte- 
grate advertising, 
sales promotion, 
publicity and pub- 
lic relation activi- 
ties. Mr. Elston’s 
new title is direc- 
tor of sales promo- 
tion and publica- 
tions. Before going 
with Washington 
National in 1952, Mr. Elston served six 
years as advertising and sales promo- 
tion manager of Philadelphia Life. 

Other members of the newly-created 
division of Washington National and 
their areas of responsibility are: K. M. 
Arnold, editor of Coverage, home office 
employes’ magazine; P. R. Dwyer, as- 
sistant editor of Builder, general agen- 
cy field magazine; Gerald Trejo, sales 
promotion, general agency department; 
Robert Whiteside, sales promotion, in- 





Frank Elston 
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dustrial agency department, and James 
V. Wilson, editor of Review, industrial 


agency field magazine. 


Prudential 


Arthur W. Wolf has been appointed 
director of methods in Prudential’s 
general office administration depart- 
ment. For 10 years he has been at the 
Los Angeles home office, where he was 
assistant general manager. 

John J. Albert, staff manager at the 
South Bend (Ind.) district office of 
Prudential, has been promoted to 
training consultant at the Newark 


home office. He went to South Bend 
in 1929. 


Mutual Of New York 


Mutual of New York has appointed 
these men to the sales department 
Staff at _the home office for special 
managerial training: Feodor Andresen, 
Winnipeg; Charles W. Baechel, Cleve- 
and; Joseph B. Clarken, Savannah; 
Gerald G. Gray, Fargo; Gordon L. 


Joedicke, Toronto, and Robert C. 
Lefler, New Orleans, all assistant 
managers; F. L. Hansen, western region 
A&S specialist; Joseph Marshall who 
was with Home Life; Donald C. Riley, 
a sales manager of a drug company; 
Stanley Rowen, formerly with Mutual 
Benefit Life, and Robert J. Sims, who 
was with Aetna Life. 

Robert L. Whitney has been pro- 
moted to assistant actuary. He has 
been a senior technical assistant in 
Mutual’s actuarial department_for a 
year. He is a fellow of Society of Ac- 
tuaries. 


Massachusetts Mutual 


Ernest W. Furnans Jr. has been 
named assistant general counsel. He 
joined Massachusetts Mutual in 1952 
and was named assistant counsel in 
1953 and associate counsel last Jan- 
uary. 


State Mutual 


Peter Silvia has been named editor 
of the State Mutualite, State Mutual’s 
employe publication. He also will have 
the title of assistant to the director .of 
public relations John D. Drummey. 


The State Mutualite has been shifted 
to a weekly publication, with several 
editorial and format changes. It has 
a circulation of 1,000. 


Bankers National Life 


William F. Good has been appoint- 
ed vice-president-agency operations, 
with responsibility for recruiting de- 
velopment and sales. He was with 
Prudential before joining Bankers Na- 
tional in 1954. He became assistant 
director of agency development in 1955 
and director of agency development in 

(CONTINUED ON PAGE 19) 





How Pacific Mutual does more 


for Agency Managers... 


w 
production-stimulating 


Clubs and Recognitions 
for Agents 


Extra production effort 
pays off! 


With Pacific Mutual, production recognitions 
are important. Qualifiers combine business 
with vacation pleasures at conventions in 
famous resort areas. Among the many awards 
the winners receive are: plaques, announce- 
ment cards, pins, prize points, stationery, 
advertising and publicity. 
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Pacific Mutual’s 
well-rounded 
Production Club Program 


¢ Diamond Circle Club 
¢ Top Star Club 
¢ Big Tree Club 
¢ Million Dollar Club 
e Repeaters Club 
e Futures, Inc. 
(New Agent’s Club) 
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Mass. Mutual Gets Heritage Foundation Award | 
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President Leland J. Kalmbach (left) displays the citation of appreciation Calle 
which American Heritage foundation has awarded to Massachusetts Mutya | 6 Par' 
for its “outstanding public service in the national, non-partisan register, jn. | Sued © 
form yourself and vote program of 1956.” The award cited the To Vote The m 
pamphlet which the company enclosed with its premium notices prior to the | 28¢ '5 | 
. ; : elections last year. The folder, distributed to 500,000 persons, urged citize imum 
Write H. V. Staehle, Jr., C.L.U., Field Management Vice- to vote. It was produced by Miss S. Alberta Stutsman, agency assistant, io $1,000 
Pres., United Life, 5 White Street, Concord, N. H. Robert J. Ardison, director of field service, who are shown with Mr, Kalmbach, | °° : 
= may ¢ 

STATES SERVED: Conn., Del., D.C., Me., Md., Mass., New Okla. Insurer Licensed ance since 1934 and formerly with | its am 
f z Southern Christian Life has been Prudential, Home State Life of Okla. | cal ex 
*Mich., N.H., N.J., N.C., *Ohio, *Pa., R.I., S.C., Vt., Va. licensed as a new Oklahoma insurer homa City, and Southern States Life. when 1 
at Oklahoma City. The new company Earl E. Holliday and James T. South- It cz 

*General Agency opportunities available has sold more than $750,000 of its erland, both formerly with Home State | Massac 
stock and is currently writing eight Life and Southern States Life, are} maxim 
different policies, including the family agency vice-president and _ secretary- 
plan coverage. President of the com- treasurer, respectively, of the new 
pany is Carrol L. Edmonds, in insur- company. ¢ The 
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Just as your country can’t afford to 

relax development of ultramodern defenses 

(such as the supersonic bomber shown), you can’t 
afford not to keep astride of every advance 


in insurance protection. In this way, you assure 
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your clients the best, all-around protection 
. . . yourself, the best income. And Inter-Ocean 


is one company that keeps you constantly 





up-to-the-minute with the latest underwriting 
practices ... plus a complete line of Life, Accident ae ' 


and Health, and Income-protection policies. naman 





For full information on how Inter-Ocean can help a 
you forge ahead in insurance sales, write today. . 


Brokerage inquiries also invited. 
U.S. Air Force Official Photograph 
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~ POLICIES 


New Pru Family Plan 
Covers Either Parent 
And Children To 21 


A family policy covering the life of 
either parent is one of three new 
policies and a series of new riders in- 
troduced by Prudential. The family 
type contract combines the benefits 
of the new modified endowment at 65 
policy and the benefits for children 
found in the current family policy. 

An immediate market is 5 million 
households headed by widows, widow- 
ers and divorced parents, who have 
children but have not been eligible 
for a family policy. Additional markets 
are families that could not qualify 
because of the age or health of one 
parent and those in which coverage of 
only one parent was desired. 

Called the modified endowment at 
65 parent and children policy, it is is- 
sued on the parent at ages 18 to 50. 
The minimum regular ordinary cover- 
age is a unit of $5,000 while the max- 
imum is three units. A unit provides 
$1,000 term ($250 from age 15 days to 
one year) on each child. Children 
may convert their term to five times 
its amount in ordinary without medi- 
cal examination when they reach 21, 
when the parent dies or reaches 65. 

It can be sold in all states except 
Massachusetts. In some states the 
maximum age of issue is 33. 





The modified endowment at 65 is 
based on the modified-3 principle, 
premiums for the first three years 
being on 85% of those for the re- 
maining years. The minimum amount 
is $5,000 and issue ages are 0 to 55. 
The present level premium endow- 
ment at 65 and other endowments 
payable at 65 will no longer be issued 
in amounts over $5,000 except under 
special circumstances. 

A modified 10-year term policy, is- 

sued at ages 17 to 55, for a minimum 
of $10,000, has been introduced. 
_ A family income to age 65 rider, is- 
sued at ages 17 to 54, which includes 
two departures from  Prudential’s 
usual rider practice, now is offered. 
Premiums are payable for the full 
term of the rider, and the rider pro- 
vides full income at death without the 
necessity of holding the basic insur- 
ance at interest. 

New family income and new de- 
creasing term riders, incorporating the 
changed practice and replacing the 
current riders, have been introduced. 

The company has liberalized the 
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underwriting of substandard risks due 
to physicial impairment, so that many 
will be eligible for waiver of premi- 
um, the ordinary family policy, for 
term policies (except for the 5-year 
renewable and convertible), and for 
increased amounts of insurance. 





Equitable Liberalizes 
Military Underwriting 

Student military pilots with less 
than 200 pilot hours are now eligible 


for full aviation coverage under new 
military underwriting liberalizations 


LIFE> ACCIDENT a 
HOSPITALIZATION - 


made by Equitable Society. The chang- 
es are effective immediately. 

Military pilots with less than 500 
pilot hours will be treated as one cat- 
egory and be charged an extra premi- 
um of 50 cents a month per $1,000, 
payable for one year in addition to 
the basic aviation extra premium. The 
limit of aviation coverage available to 
commissioned pilots in this category 
is $10,000. 

An additional indemnity provision 
has been made available to paratroop- 
ers, other airborne troops and men 
in the submarine service. The AI pre- 
mium for such applicants will be two 
times the standard AI premium. 


nd SIC 
GROUP 


B.M.A. Now Writing 
Family Plan 


Business Men’s Assurance started 
writing the family plan on Aug. 26 in 
units which include $5,000 whole life 
for the husband, $1,000 term insurance 
for the wife if the same age as the 
husband, and $1,000 term insurance 
for each child including future arrivals. 
The B.M.A. family plan is issued in 
multiples of one-half unit, with a min- 
imum of one unit and a maximum of 
three units. Optional benefits include 

(CONTINUED ON PAGE 19) 
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COMMENT 





An Opportunity For George Romney 


We don’t know what President 
George Romney of American Motors 
Curp. is going to say in his talk at the 
annual meeting of National Assn. of 
Life Underwriters in Detroit week 
aiter next but we hope he tees off on 
the current American insanity of 
spending so much on too-fancy auto- 
mobiles that there isn’t enough money 
leit over to own a decent life insur- 
ance program. 

With his “Dinosaur in the Drive- 
way” advertising theme, Mr. Romney 
is the only important figure in the au- 
tomobile industry who is trying to 
promote a more sensible attitude in an 
area in which Americans spend such 
an astonishingly large percentage of 
their incomes. 

Up to a few months ago, such a talk 
by Mr. Romney, even before such a 
sympathetic audience as life agents 
would be, might have been regarded 
as being in poor taste—as beating the 
drum for a product that only Ameri- 
can Motors, among domestic makers, 
could offer as an alternative to the 
dinosaurs. But now conditions have 


changed. Mr. Romney would not be 
promoting his Ramblers and Metro- 
politans any more than he’ll be promot- 
ing the sale of General Motors’ Eng- 
lish Vauxhalls and its German Opels 
that will soon be imported, or Ford’s 
English Consuls and Zephyrs, or 
Studebaker-Packard’s Mercedes-Benz 
light cars, or the small foreign car that 
Chrysler will be importing as soon as 
reported pending negotiations are con- 
summated. 

Astute merchandising of an appeal- 
ing product—the overgrown, high- 
powered automobile—has been so ef- 
fective that too few life insurance men 
are properly disturbed at the extent 
to which otherwise intelligent fellow- 
citizens permit automobile expendi- 
tures to take precedence over family 
protection and retirement needs. We 
can think of no one better qualified or 
more effective than Mr. Romney 
would be in awakening life insurance 
agents to the realization that it isn’t 
necessary to take a defeatist attitude 
toward mass grasshopper-mindedness. 
—R.B.M. 


Intlatior-Resistant Insurance Needed 


A leading British insurance official, 
F. R. Norton, general manager of 
Guardian of London and president of 
Insurance Institute of London, be- 
lieves the only effective solution to 
the inflation problem lies in eradica- 
tion of its causes by government ac- 
jion and community acceptance of 
whatever restraints may be necessary. 

This is a thought-provoking state- 
ment, coming as it does from a man 
undoubtedly well informed about in- 
surance, economics and government. 
Politically, England has gone to the 
left since the end of World War II, 
but the spirit of free enterprise is still 
strong there. So Mr. Norton’s refer- 
ence to government controls as the 
only way to halt inflation comes as 
something of a jolt. 

Americans, recalling their own ex- 
perience with price controls, know the 
evils that accompanied it: Black and 
gray marketeering, various other 
forms of dishonesty, and administra- 
tive red tape. Britain, too, had plenty 
of troubles with controls. 

It does not seem, however, that in- 
flation can be stopped by voluntary 
means. Americans like to earn lots of 
money and spend it on inflation-pro- 
ducing things like big cars and fancy 
appliances. While many are putting 
substantial amounts of money into life 
insurance and savings in these pros- 
perous times, they are not doing it as 
part of any effort to help halt infla- 
tion. Nor are they doing enough of it. 

Institute of Life Insurance in the 
U. S. recently called attention to the 
importance of voluntary action bv 
Americans against inflation when it 
conducted a national advertising cam- 
paign urging people to “Save an Ex- 
tra Nickel out of Every Dollar.” All 
worth-while effort, to be sure, but 
effective only if there is cooperation 
on a vast scale. 

Damage from inflation, as long as 
it’s the creeping kind, will be pretty 


well mitigated during any short peri- 
od for that large part of our popula- 
tion which is the working force. Most 
businesses can expect to share in the 
expansion over the long pull and 
workers can expect to share, too. 

But while reasonable increases in 
value are not too detrimental imme- 
diately to working people, they can 
hurt retired persons and others living 
on fixed incomes from insurance, an- 
nuities, pensions, savings or invest- 
ments. When these individuals cannot 
buy the things they actually need— 
let alone the luxuries of life—they are 
squeezed painfully and unfairly. 

Inflation also plays into the hands 
of the socialists. Life insurance con- 
tracts issued today agree to pay fixed 
amounts at specified times in the fu- 
ture, but social security is not held to 
a set figure. It can be increased by 
Congress to meet higher living costs. 
It is even possible that an escalator 
clause could be added to the social 
security law to provide automatic in- 
creases in payments to keep up with 
rising prices, as is being done now in 
some union contracts. The increases 
and broader benefits recently put into 
the social security law could be symp- 
tomatic of a trend in this direction. 

If social security taxes should be 
increased more than presently con- 
templated, it might not please a lot of 
wo:kers and employers who have to 
make the payments. Nevertheless, the 
over-all picture presented by social 
security with an escalator clause 
might make the government’s brand 
of security look better than private 
life insurance to the many who persist 
in the delusion that somebody else 
bears the main cost of social security. 

To avoid the possibility of steadily- 
increasing social security costs to meet 
unrestrained climbing prices, should 
the U. S. turn to Mr. Norton’s grim 
price control proposal? Should the re- 
straints the government would pro- 


pose be accepted as the price of 

eeping inflation from becoming yp. 
bearable to an ever larger part of the 
population? It would be bitter medj- 
cine. 

The alternative to the price contro 
threat may be the controversial vari. 
able annuity or some _ yet-undeter. 
mined method of helping savers ty 
cope with rising living costs. But if a 
solution is not found, the life insyr. 
ance industry may find more anq 
more people discounting life insurance 
as an investment because it cannot 
keep pace with creeping inflation. jf 
would hardly be surprising if these 
people were to confine their life jp. 
surance buying to term—including 
group—and looked increasingly to mu- 
tual funds and the stock market for 
what they would like to consider their 
investment programs.—John B. Law. 
rence Jr. 


PERSONALS 


Nicholas P. Piccione, a member 
of the group department of New York 
Life at St. Louis, will be married Sept, 
14 at Our Lady of Pillar Catholic 
Church in St. Louis county to Miss 
Joan Funsch, daughter of Dr. and Mrs, 
E. C. Funsch of Frontenac, St. Louis 
county. Mr. Piccione is a graduate of 
St. Louis university and a former air 
force officer in Korea. His bride-to-be 
made her debut in St. Louis two years 
ago. 











Louis J. Grayson, agent of Trav- 
elers at Washington and a trustee 
of National Assn. of Life Under- 
writers, was presented a_ Travelers 
25-year service plaque. The presen- 
tation was made by Manager Her- 
mon N. Herrick. 


Arthur P. Johnson is marking his 
* 25th year as agen- 
cy manager at De- 
troit for Great- 
West Life this 
month. He _ took 
over the compa- 
ny’s small opera- 
tion in Detroit in 
1932 and develop- 
ed its business to 
its present in force 
figure of $82.5 mil- 
lion. 





Arthur P. Johnson 


LaNoue Matta, manager of Acacia 
at Los Angeles, addressed Life Assur- 
ance Assn. of Thailand at Bangkok 
during a 3-month around-the-world 
cruise with Mrs. Matta. 


DEATHS 


DONALD N. McCORMICK, ass0- 
ciate actuary of London Life for six 
years, died after several months’ ill- 
ness. He joined the company as an 
actuarial clerk in 1929 and became 
an assistant actuary in 1940. 


NORMAN H. KELLAR, a member 
of the veterans association of Metro- 
politan Life and of St. Louis and Na- 
tional Assn. of Life Underwriters, died 
suddenly at his home in St. Louis 
county of a heart attack while waiting 
for an ambulance to take him to a hos- 
pital. He was 47 years old and had 
been with Metropolitan about 25 years. 
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price of Union Mutual Promotes regional field supervisor to home of- Nebraska before joining Union Mutual Installment Unit Of 
ming un- a. mele fice regional field supervisor-western in 1954. 
art of the Brimigion To 2nd V-P division. He will be based in San Fran- Mr. Hoffhaus was an assistant man- NAIC To Meet Oct. 16 
isco. f Western & Southern before issi i 
tter medi. West Coast Chan er ae hia oo d  — 9 ‘ . Commissioner Larson of Florida, 
= P. Brimigion oe of Mr. Brimigion joined Union Mutual’s joining Union Mutual in 1953. He has secretary of National Assn. of Insur- 
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Pan-Am Reaches $1 Billion Mark 
—— 
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Pilot Life agents aren’t detectives—but they’re all million 
solving The Case of the Vanishing Fortune with the oe ; ane 
Pilot’s new insured investment plan presentation. President Crawford H. Ellis of Pan-American Life (left) and Dr. Edward G, 54.8%. 
The intriguing Case of the Vanishing Fortune Simmons, executive vice-president, are shown with the original lithograph 
proves so effective the prospects are reported “selling stone from which the first Pan-American policy was printed. The stone, NAT 
themselves” because the benefits are made so obvious. mounted on an inscribed African mahogany base, was presented to them in3 — 
The Pilot is continually finding advanced ways to ceremony marking the achievement of $1 billion of life insurance in force. The = the 
improve its sales approaches. That research has milestone was reached 45 years, four months and 28 days after the company be- Surplu: 
produced such outstanding services as Pilot Life’s gan business. Mr. Ellis and Mr. Simmons are founders of the company. of $8,68 
Charted Security Service, and such farsighted plans as ; ; 854,000 
hospitalization with guaranteed weekly indemnities, Pan-American Life has passed the Pan-American, in a continuing ex- CEN’ 
scholastic accident insurance, life insurance for women milestone of $1 billion of life insur- pansion program, expects te reach the | pysines. 
only, Major Medical group programs with complete ance in force. The mark was achieved $2 billion mark in a sixth of the time months 
flexibility, and Pilot’s Parents Protection insurance. 7 ——. four — = 28 days needed for hiv reo a The com- | 539,000, 
, a : after the company began business. pany now has 4 million in assets, ance in 
eniios te oh space oe with the Big Plus— President Crawford H. Ellis and Dr. It has paid $180 million to policyhold- MUT’ 
: Edward G. Simmons, executive vice- ers and beneficiaries. 
president, founders of the company, At a special ceremony, Richard L. pong _. 
°f ‘d praised the 360 home office employes Hindermann, vice-president, public re- of quote 
s LL 1 and the 750-member field force opera- lations, on behalf of the officers pre- | first sev 
ting in 26 states, District of Columbia, sented Mr. Ellis and Dr. Simmons with the pres 
14 Central and South American coun- the original lithograph ~- stone from second 
Insurance Company tries and the West Indies. which the first Pan-American policy | The ag 
“Their loyalty to Pan-American and was printed. The stone was mounted | in com} 
©. F. STAFFORD, Pract oie wr dae NORTH CAROLINA conscientious service to the insurance pander African mahogany base with ° La yack 
FP. ; . buying public makes them mainly re- inscription. this ie 
sponsible for the enviable record of Telegrams and gifts were sent to i 
success enjoyed by the company,” the all Pan-American field representatives. F passed i 
officials said. Announcements of the achievement 
were mailed to all policyholders and PP yp 
22000080222, eetERN 25,000 interested persons throughout [led the c 
ee 2 the western hemisphere. Mr. Ellis and | 2 July. 
€82332422 2a eR BBCI , Dr. Simmons received many congrat- ny’s top 1 
=~ ulatory messages. _ _; 
The news was announced to the were Var 
home office employes, who lunched in pag * 
the company cafeteria as guests of Mr. Roberts, s 
FAMILY SECURITY AND YOU (aoe —s 
\ The field force will celebrate the 
N event at its annual convention at Hol- St. Lou 
Insurance men well know that a family living from hand to mouth has no present \ lywood Beach, Fla., in January. Wood: 
or future security. What applies to other families, applies to your own family as N le 
well. If you want a secure future, you have to plan it that way and then work your y Columbus CLUs Elect on 
plan. S Sleight Of State Farm setts Mur 
Your future’s bright if you earn enough to put some away—if your renewals are N Columbus (O.) CLU chapter has Soy 
guaranteed under any and all conditions—if you have a pension plan that helps you N elected Norman R. Sleight, State Farm, nual mes 
establish future security. Western Life offers all these incentives as well as policy arg ee sce = Sept. 19 
forms and riders that enable you to do a professional job of underwriting. A few N president; inther © Shepard, Turner + cg - 
openings for General Agents are now available. Write, wire, or phone us today. 7 & Shepard, Inc., 2nd _ vice-president; Davis, E 
N Gerald A. B. Woodley, Home Life, se¢- presid Aer 
M retary-treasurer. Directors named af | Notn a, 
Nj 6Frederick A. Exline, Connecticut Gen- retary-tr 
N eral Life, and John C. Winter, Occi- board are 
N dental Life of California. ife, and 
y Lloyd Fal f 1 perin nee 
oy algren, formerly su I- 
R. B. RICHARDSON, Pres. y tendent of agencies of Western States | Nolan ' 
eaaaatGlo LEE CANNON, Agency V.P. Life of Fargo, has been named agency ] in Colorz 
: vice-president of New American Life, ] has been | 
insurance in Force over $330,000,000 Assets over $78,000,000 a new Montana insurer with offices at Life & C: 
Great Falls. 
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RECORDS 


American National 
Passes $4 Billion Mark 


American National, which has writ- 
ten $1 billion of business in the las 
2% years, has passed the $4 billion in 
force mark and on Sept. 1 the compa- 
ny’s total insurance in force stood at 
$4,031,339,281. This business came 
mainly through the company’s field or- 

ization and is in the form of in- 
dividual policies, with only a very 
small amount of the total represented 
by group, or acquired in other ways. 

Business is being written this year 
at the rate of $70 million a month, an 
increase of 52% over production in 
1956. At the present rate, the company 
expects to write well over $800 million 
for the year. It took American National 
40 years to reach an in-force figure 
of $1,365,000,000, at the end of 1945. 
In the 11 years since the company has 
almost tripled that figure. 


NEW YORK LIFE—Individual life 
sales in the first six months totaled a 
record $1,221,800,000, up 30%. Indi- 
vidual life sales in June amounted to 
$212 million, a record for that month. 
Group life sales in the first half came 
to a record $462.9 million, up $333.1 
million. New estimated annual pre- 
miums from group life and A&S sales 
in — first half were $8,625,000, up 
54.8%. 


NATIONWIDE LIFE—New ordinary 
business for the first half of 1957 
amounted to $97.4 million, a 9.1% gain 
over the corresponding period last year. 
Surplus gained by $340,000 to a total 
of $8,684,000, and assets increased $7,- 
854,000 to reach nearly $104 million. 


CENTRAL LIFE OF IOWA—New 
business paid for during the first six 
months of this year amounted to $30,- 
539,000, bringing Central Life’s insur- 
ance in force to $480,194,000. 


MUTUAL TRUST LIFE—The Mott 
agency of Mutual Trust Life of Chi- 
cago has led the company in percentage 
of quota production during each of the 
first seven months of 1957 and holds 
the president’s trophy for the first and 
second quarter production this year. 
The agency is leading the company 
in competition for the trophy during 
the third quarter. Starting from scratch 
two years ago, the Mott agency so far 
this year has written in excess of $2 
million of business, and early in July 
passed its quota for the year. 


GENERAL AMERICAN LIFE—The Kamaaina 
agency of General American Life at Honolulu 
led the company’s top 10 agencies in volume 
in July, the seventh consecutive month this 
year that agency has ranked among the compa- 
ny’s top 10 agencies and the sixth month this 
year that it has led the top 10. Other top agen- 
cies for July, in their order of qualification, 
were Van Horn, Cleveland; Rosenthal, St. 
Louis; Stuart, St. Louis; Cochran-Lowry, Kan- 
sas City Sale, St. Louis; Abilene, Abilene, Tex.; 
Roberts, St. Louis; Strauss, Des Moines, and 

e, Los Angeles. 


St. Louis GAs Slate 
Woods for Presidency 


Len Woods of Woods-Tussey & As- 
Sociates, general agents of Massachu- 
setts Mutual Life is slated for election 
to the presidency of St. Louis General 
Agents & Managers Assn. at the an- 
nual meeting of the group to be held 
Sept. 19 at the Glen Echo country club 
in St. Louis county. Other nominees for 
the 1957-58 slate of officers are Robert 
Davis, Equitable Life of Iowa, vice- 
president, and Gregory L. O’Shea, 
North American Life of Chicago, sec- 
tetary-treasurer. Nominees for the 
board are Donald L. Wulz, New York 
Life, and Harley J. Simpson, Equitable 
Society. 














_ Nolan Twibell, former general agent 

In Colorado for Pacific Mutual Life, 

as been named general agent of Postal 
e & Casualty at Denver. 


LIFE WITH 








PROVIDENT 


WHEN PRODUCERS GET TOGETHER 


Friendships across the country from Maine to Cali- 
fornia, from Florida to Washington state, are made 
and renewed at the regular meetings of Provident life 


producers and home office representatives. 


The biggest and best meeting of all is being held this 
month — September 16-19 at the Broadmoor in Col- 
orado Springs. We are proud of this fine group of 
men and women who have made themselves and 
Provident a source of great service in their home 


towns. 











America’s Specialist in Life Reinsurance 


NORTH AMERICAN RE 


Serving the progressive companies in North America 


REINSURANCE 
EXCLUSIVELY 


LiFe Covdinary and group) 
ACCIDENT & HEALTH 


NORTH AMERICAN REASSURANCE COMPANY 
CHRYSLER BUILDING EAST 


16! Gast 42nd Street, NewYork (7, New York 
TEL. MUway Hill 7-1870 
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F.H. Ecker Still Vigorous Worker At 90 


(CONTINUED FROM PAGE 4) 





erty. When the company set up a sep- 
arate bond and mortgage division Mr. 
Ecker, then 25 years old, was put at 
the head of it. 

Mr. Ecker became vice-president in 
1909, the same year that the late 
Haley Fiske became president. They 
worked closely together. Mr. Fiske had 
great administrative and executive 
ability but once when he was asked 
about his financial acumen by a mag- 


azine writer during an interview he 
replied: 

“What do I know about money? 
Nothing. I let Fred Ecker handle all 
my own money.” 

As chief financial officer of a large 
and rapidly growing insurance com- 
pany, Mr. Ecker believed that, pro- 
vided safety and interest were as- 
sured, the company’s’ investment 
funds should be apportioned in ac- 








Sam Van Elgort in his modern Beverly Hills office building — one of 
the tangible rewards he's earned as a ‘‘Man from Midland Mutual. 


“A top agency contract is just one 
of Midland’s many PLUS features, 


—says this man from Midland Mutual 


In 1948, transplanted Chicagoan Sam Van Elgort launched an 
agency for Midland Mutual in the fast-moving, competitive Los 
Angeles market. Last year—his ninth with the Company—Sam's 
agency captured its third President’s Award for outstanding agency 
development and boosted paid-for production to almost $7,000,000 


—23% over 1955. 


“Midland’s general agency contract is one of the best in the busi- 
ness,” says Sam. “The company’s career financing plan enables the 
general agent to recruit high-grade men and get them off to a fast 


start in the field.” 


“But, the contract is just one of many plus features and benefits,” 
adds Sam, “Midland has a wide range of salable policies, an excellent 
programming service, effective sales aids, sound training programs 
and efficient home office methods. Best of all, Midland gives personal 
attention to its field people. We're treated as human beings and 


associates—not as machines.” 


Find out more why men of Sam Van Elgort’s caliber are so enthu- 
siastic in their praise of Midland Mutual. Get the full story by writ- 
ing Charles E. Sherer, CLU, Vice President and Director of Agencies. 
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Serving Personal Security 
Needs Since 1906 


Midland Mutual Agency Building opportunities include openings in these areas: 
California, Illinois, Indiana, lowa, Kentucky, Maryland, Michigan, North Carolina, 
Ohio, Pennsylvania, Virginia, West Virginia. 


MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 





cordance with the needs of the public, 
the needs of localities where policy- 
holders lived, the needs of the federal 
and local governments, and the needs 
of the national economy. 

Perhaps the most conspicuous ex- 
ample was the decision to embark on 
the large scale housing project that 
became Parkchester, in the Bronx 
borough of New York City. He selected 
the site, 129 acres, after personally 
inspecting a number of possible loca- 
tions. 

Under Mr. Ecker’s guidance a board 
of architects, town planners, engi- 
neers, builders and real estate man- 
agement specialists planned the de- 
velopment to house 12,272 families, 
the largest project of its kind ever 
undertaken by either a government 
agency or private enterprise. The first 
apartment was occupied in 1939 and 
there has never been an apartment 
vacant longer than it took the main- 
tenance crew to redecorate for a new 
tenant. 





Book About Credit 
Insurance Published 


A book on the controversial subject 
of consumer credit insurance has just 
been published under the sponsorship 
of Consumer Credit Insurance Assn. 
as part of the work presently being 
undertaken by the association’s re- 
search and education committee. Au- 
thor of the book is Daniel Peter Ked- 
zie, assistant professor of insurance 
and finance at Marquette university 
and former insurance examiner for 
the Wisconsin department. The 212 
page book was published by Richard 
D. Irwin, Inc., Homewood, II. 

The book covers such subjects as 
the development and growth of credit 
life, its sales and administration, the 
underwriting of credit life, rates and 
its components, claims administration, 
policy provisions and regulation of 
credit life coverage. 





Pacific Mutual Railroad 
Department Holds Meeting 


Forty-four leading agents of the 
railroad insurance department of Pa- 
cific Mutual Life attended a three-day 
convention recently at Estes Park, 
Colo. Home office executives present 
included President T. S. Burnett and 
Vice-president Ralph J. Walker. Also 
participating were Dee W. Allard, su- 
perintendent of the railroad depart- 
ment, which is headquartered at Chi- 
cago; G. Lewis, office manager, 
and R. W. Nelson, claims representa- 
tive. The department has reported a 
35% increase in new business during 
the past 12 months as compared with 
the previous year. 





Guardian Of Baltimore Files 
Stock Sales Proposal With SEC 


Guardian of Baltimore has filed a 
statement with Securities & Exchange 
Commission seeking registration of 
300,000 shares of common capital 
stock. It proposes to offer 200,000 
shares at $10. The remaining 100,000 
shares would be reserved for issuance 
upon the exercise of warrants to be 
sold at 25 cents each to company or- 
ganizers, incorporators, management 
or directors. The warrants would give 
holders the right to purchase the 
shares at $10 each within seven years. 

Guardian proposes to sell insurance 
on savings deposits up to $10,000 per 
account in savings and loan associa- 
tions, provide facilities for title fire 
and life insurance to borrowers of ac- 
cepted associations and write mort- 
gage insurance for any lending insti- 
tution served by Guardian Ins. Corp. 
The company was organized in Mary- 
land last April. Samuel H. Hoffberger 
of Baltimore is listed as founder and 
general counsel, former U. S. Sen. Mil- 
lard E. Tydings as chairman and 
J. Brad Wharton Jr. as president. 


YOU CAN 


@ Choice territorysfor General Agents 
in Midwest, Southwest and West 


@ All-American Contract for Agents 
@ Recruiting Aids and Help 

@ Proven Financing Plans 

@ Money-Making Package Sales 

@ Home Office Training Schools 
@ Regional Sales Meeting 


A Friendly General Agency 
Company 


Write to 
H. S. McCONACHIE 


Vice President 


AMERICAN MUTUAL LIFE 


DES MOINES, IOWA 








HOME OFFICE 
GROUP MANAGERS 
$9,000 — $12,000 


Several outstanding opportunities avail- 
able with medium sized, well established 
Life Companies entering Group field. To 
Qualify: age range, 30-40, experience 
ranging from 7 to 10 years, including 
good production record and administra- 
tive background. College degree manda- 
tory. Openings this type currently avail- 
able majority of areas excluding Florida. 
Employers receptive to payment service 
charge. Extensive listings in all States for 
men with Fire-Casualty-Life A & S expe- 
rience. Write for information “How We 
Operate’’—no obligation to register. Con- 
fidential handling all inquiries. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Ill. 
HArrison 7-9040 














Tops ta Everything 
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Describes Sale Of Deferred Compensation 


(CONTINUED FROM PAGE 6) 





won’t cost the corporation a_ nickel. 
If he dies 20 years from now at age 61, 
his family will get $50,000 free of in- 
come tax, and it won’t cost the cor- 
poration a nickel. If he is living 20 
years from now, this plan will give 
him a retirement income of $10,000 
a year for 20 years—and it won’t cost 
the corporation one cent of its oper- 
ating income after he retires. 

“Now, is this plan of interest to 
you?” 

I have yet to have any corporation 
president tell me it didn’t sound in- 
teresting. I continue: “Well, would it 
be possible for me to see you some 
day this week for say half an hour? 
—That would be fine. Thursday, at 
2 o'clock. Now, so that I can pin this 
down specifically for you and bring 
you exact figures, what is your date 
of birth?” 

I’ve given you the letter. I’ve given 
you the telephone appointment. 

Here is the beginning of my sales 
talk. After we have shaken hands, I 
say: “Mr. President, I’m pretty much 
of a stranger to you. Before I tell you 
about this deferred compensation plan, 
I would like to tell you of my back- 
ground and of my professional and 
business qualifications. It will only 
take me a couple of minutes.” 

“Go ahead.” 

“Well, I’m age 40, married, have 
two children, 11 and nine. I live in 
Shaker Heights. I have a quarter of a 
million of life insurance on my own 
life. I was born and raised in Iowa. 
Graduated from Northwestern univer- 
sity in 1939. Was in the army for five 
years. I was a company commander 
in the parachute infantry. I came to 
Cleveland in 1946, where I had never 
been before and became a life insur- 
ance salesman. During the last 10 
years, my work has been with the 
owners and executives of corporations, 
their accountants and lawyers. 

“As far as my professional and busi- 
ness qualifications are concerned—in 
Cleveland, there are about 3,000 people 
who are licensed to sell life insurance. 
Approximately 1,000 of the 3,000 have 
been accepted as members of our trade 
association known as the Cleveland 
Life Underwriters. It’s something like 
a lawyer being admitted to the bar 
association. 

“Out of the 1,000 who belong to our 
trade association, there are 72 who 
have the professional] designation of 
CLU, which stands for chartered life 
underwriter. It is comparable to the 
CPA in the accounting field. Of these 
72 CLUs, there are seven who are 
qualifying and life members of the 
Million Dollar Round Table. I am for- 
tunate to be one of the seven.” (I 
might note that if pushed to differen- 
tiate myself from the other six, I was 
the only one who parachuted into 
France on D-day.) 


The first time I used this on a cor- 
poration president, he didn’t say a 
word while I was talking, and I was 
wondering what kind of an impression 
I was making. Finally, he looked at 
me and said: “You know, I’m im- 
pressed, not so much by what you said, 
but by the fact you said it. I have 
innumberable insurance people com- 
ing in here. They’re always trying to 
Sell this deal or that deal and I don’t 
know anything about them. You’re the 
first life insurance salesman who ever 
came in and told me of his professional 
and business qualifications.” 

We don’t have time for the rest of 
the sales talk, so let’s take a look at 


the illustration and the page of notes 
I have prepared by way of explana- 
tion. 

The first three columns is the death 
benefit analysis-dividends are used to 
buy paid-up insurance. The corpora- 
tion pays 90% of the premium the first 
10 years—100% thereafter. The fam- 
ily in event of death, gets the excess 
of the insurance proceeds over pre- 
miums paid by the corporation: $108,- 
200 the first year, $53,000 the 20th 
year, all tax free—no cost to the cor- 
poration except the use of the money 
paid for premiums. 

The last three columns show the 
cost if the insurance is terminated. 


The executive pays 10% of the premi- e e @ 4 
um the first 10 years—nothing there- W i | | 
after. If the contract is terminated the s 


16th year or thereafter, the executive 





always gets back more than he has . ee . 

paid in. Just how DO you measure size? Is it insurance in force? 
At the end of 20 years, $100,000 has Is it assets? Is it surplus? Is it the tallest Home Office 

been paid in premiums; $95,000 by the building? 

corporation, $5,000 by the executive. ullding : 

Cash value is $108,500. If the corpora- 

tion is in a 52% tax bracket, it can Sure, American United IS big . . . among the top 10% of 

pay a retirement income to insured of * ‘ps : . ae 

GONG a yeas dow Sh seade co 0 American life insurance companies, but we think size is 

of $200,000 without using one cent of measured by how big you think. And big thinking in- 

the corporation’s net operating income volves a lot of important things: a training program to. 


subsequent to retirement. 


help men grow and prosper; unique sales tools at every 
level, from a simple track for the beginner to the pro- 
fessionally prepared material for the estate planner; big 


In closing, a year ago last January, 
I submitted three applications for 


nina $117,758 — a. — thinking means a complete line of contracts for income 
applications were no prepaid an 1 a e ae . ° 

not indicate the even dollar amount protection; 1t means competitiveness in price and pro- 
of the premium. One of our home of- visions; it means sales mindedness. 

fice directors of agencies wrote me to 

congratulate me on the new business : . . oy * 

applied for (I had been having a dry In this respect American United Life is as big . . . as you 
spell), and he also wanted to know ever saw. 









why the odd amounts of insurance. 
My answer was that I had done a tight 
programming job. 

Incidentally, the applications were 
approved and paid for. 


@ @ 
can United Life 
CE COMPAN Y 
INDIANAPOLIS, INDIANA 





St. Louis Assn. Boosts Membership 
St. Louis Life Underwriters Assn. 
has an increase in membership 23.6% 
above the 1956 enrollment. Credited ass. ’ FLEXIBLE OPTIONS e LOW NET COST SPECIALS 
with sparking the increase in member- UNIQUE JU SURANCE ¢ GROUP RETIREMENT ¢ PENSION TRUSTS 
ship was Tom Fitzgerald, New York BLE MAJOR MEDICAL © NON-CANCELABLE DISABILITY 
Life, who is chairman of St. Louis WTEED RENEWABLE HOSPITAL AND SURGICAL 
Council of Field Underwriters. He also 
re a director of the St. Louis associa- 
ion. 
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$200,000,000 


in’assets 


Modern Woodmen attained $200 million in assets in January of 
this year. This additional mark of continuing progress has been 
reached through the faith placed in our organization by millions 
of Americans and the dedicated service of our Agency force and 
Home Office personnel. 





men Modern Woodmen 


SINCE [ 8 8 3 of America—nome orrice, Rock ISLAND, ILLINOIS 
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FIELD CHANGES 


(CONTINUED FROM PAGE 7%) 
Francisco since 1952. Mr. Rush entered 
insurance with John Hancock at San 
Francisco in 1944 and has been op- 
erating a brokerage business at San 
Francisco. Mr. Sann entered the busi- 
ness with Union Labor Life at New 
York in 1949 and has been district 
supervisor of General American Life 
at Los Angeles since 1955. 





American United Life 


Thomas A. Pat- 
tee and Harry M. 
Bittner have been 
appointed agency 
managers for 
American United 
Life at Mason City, 
Ia., and Detroit, 
respectively. Mr. 
Pattee has been in 
insurance since 
1954. Mr. Bittner 
has been an insur- 
ance supervisor for 
the last 11 years. 





Harry M. Bittner 


John Hancock 


P. Hicks Daniel has been appointed 
general agent at Little Rock to succeed 
Richard H. McKin- 
ney, who has asked 
to be relieved of 
management re- 
sponsibilities for 
reasons of health. 
Mr. McKinney will 
continue with the 
agency as associate 
general agent and 
will devote his 
time to his per- 
sonal clients. Mr. 
Daniel joined John 
Hancock at Ft. 
Worth in 1948 and 
entered the gen- 
eral agency department as a field as- 
sistant in 1956. 

John J. Lynch, district manager of 
John Hancock at Lowell, Mass., since 
1941, has retired after 47 years’ ser- 
vice. He has been succeeded by Her- 
man J. Lamothe Jr., district manager 
at New Britain, Conn. Norman D. 





P. H. Daniel 


Maclauchlan, district manager at 
Schenectady, N. Y., succeeds Mr. La- 
mothe at New Britain. 


Travelers 


Joseph Thompson has been named 
resident 


vice-president, a 
newly created post 
in which he will 
assume __ supervis- 
ion and responsi- 
bility for the pro- 
duction of all lines 
except group 
which Travelers 
writes in Canada. 
He will reside in 
Canada. With 
Travelers since 
1932, he has been 
field assistant at 
Portland, Me., as- 
sistant manager 
and manager at 
Boston, manager at Portland and New 
York. He was named superintendent 
of agencies in 1946. He has super- 
vised production in Canada for sev- 
eral years. 

Clarence L. Clark has been ap- 
pointed manager at Kansas City to 
succeed the late 
William M. Thom- 
as. He joined 
Travelers as a 
field supervisor at 
New York in 1938, 
becoming assistant 
manager at San 
Diego in 1946 and 
manager in 1954. 
He is a CLU. He 
previously was 
with Massachus- 
etts Mutual at New 
York. 

Walter E. Mal- 
lory Jr. has been 
appointed office manager at Boston to 
succeed the late A. C. Darragh. Of- 
fice manager at Buffalo since 1947, 
he previously was office manager at 
Camden, N. J., and assistant office 
manager at New York. 

An agency and service office has 
been opened at Flint, Mich., under the 
general supervision of the Detroit 
branch office. It will be in the Metro- 
politan building, 432 North Saginaw 
street. R. Gilliam Eveland, field su- 
pervisor at Detroit, has been named 


agency 


4 
Ai tel 


Joseph Thompson 








Cc. L. Clark 
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Jackson Blvd., Chicago 4, III. 


UNUSUALLY ATTRACTIVE ASSISTANT 
SALES PROMOTION POSITION AVAILABLE 


Young, creative college graduate, English or journalism major, with one or two 
years sales promotion experience, not necessarily life insurance, to fill challenging 
creative position as assistant to sales promotion director with old line legal reserve 
life company in New York metropolitan area. Salary open. Write in strict confidence 
with complete résumé for appointment—Box W-52, National Underwriter, 175 W. 





asistant manager at Flint. 

Field supervisors appointed are 
James L. Hughes at Houston, Charles 
W. Cannaday at St. Louis and Bryan 
T. Horton at Charlotte. 

Named agency service representa- 
tives are David A. Winland at Erie, 
Rhuel E. Brown Jr. at Houston, Rich- 
ard W. Galley at Detroit and Arthur 
W. Johnson Jr. at Pittsburgh. 


Franklin Life 


John J. Rossi has been appointed 
general agent at Hartford, Conn. He 





Hal T. Rogers Jr. John J. Rossi 


has been with Metropolitan Life for 
seven years and has qualified for that 
company’s honor clubs each year. Hal 
T. Rogers Jr. has been appointed as- 
sistant manager of the southeastern 
division of Franklin Life with 
headquarters at Amory, Miss. He has 
been with Metropolitan Life since 1954. 


Mutual Of New York 


John R. Hufstetler and Arthur C. 
Livick Jr. have been named man- 





A. C. Livick Jr. 


J. R. Hufstetler 


agers of new agencies at Columbus, 
Ga., and. Knoxville, Tenn., respect- 
ively. The agencies will begin opera- 
tions Nov. 1. Mr. Hufstetler joined 
Mutual in 1953, became assistant 
manager at Washington, D. C., in 
1955 and has been at the home office 
for special managerial training since 
May. Mr. Livick joined the company 
for managerial training in 1956 after 
four years with Equitable Society. 

Robert J. Farrell has joined Mutual 
as a group specialist at Buffalo to 
replace George Lavoie, who has been 
transferred to Cleveland. Mr. Farrell 
has been with John Hancock as home 
office group representative at New 
York since 1954. 


Prudential 
Robert B. Piper, training consultant 
at the Chicago regional home office 





ACTUARIAL STUDENTS 


tahiichad 


Well eastern mutual company with 








STATE A&H FRANCHISE 
Available to agent of proven sales ability and 
integrity in Texas. All forms of Accident & 
Health, Hospitolization and Polio available. As 
well as Life and a free and open mind relative 
to any new or Special policy forms. Man chosen 
must have excellent personal production record 
and be able to stand thorough inspection. Top 
commissions and vested renewals to man of vi- 
sion and enterprise who is willing to work and 
through his own production attract other men 
to him. Company is full capital, legal reserve, 
with an A+ Rating. Our Agents know of this 
ad, so write in Confidence to Box W-51, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, III. 














ACTUARIAL 
CAREER JOB OPENING— 


in new Actuarial Division of 50 year old 
Life and Accident Health Company. Age 
and experience open. Prefer man with at 
least five years experience, who has com- 
pleted most of his exams, or willing to do 
so. Job will appeal to man with vision and 
ability to meet the challenge of an ex- 
panding opportunity within company man- 
agement. Write Box V-75, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











newly organized group department has excellent 
growth opportunities for students with up to 
five examinations or for Associates. Opportun- 
ities in both ordinary and group departments. 
Ability and potential more important than ex- 
perience. Replies strictly confidential. Our per- 
sonnel know of this ad. Write Box W-58, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








WANTED TO BUY 


Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P O. Box 463, 
CHICAGO 90, ILLINOIS. 














of Prudential, has been appointeg 
manager of a new ordinary agency in 
Elgin, Ill. He joined Prudential as 
special agent in 1950 and served as 
a division manager before becoming 
training consultant last year. 

John H. Elsea has been appointed 
staff manager at the Prudential dis. 
trict office in Richmond, Ind. He wags 
formerly with the East side district 
of the company at Indianapolis. 

A new district office has been opened 
by Prudential at Rapid City, S.D., with 
Bernard M. O’Connor in charge. Mr, 
O’Connor joined the company in 1939 
as an agent and prior to his appoint- 
ment was manager at the Sioux Falls, 
S.D., district office. Staff manager at 
the Rapid City office will be Ray D, 
Knutson. He has been with Prudentia] 
since 1956 as an agent at Sioux Falls, 

Prudential has established a second 
office at Johnstown. The present of. 
fice, known as the west Johnstown dis. 
trict, will move to temporary quarters 
at 139 Franklin street. The new office, 
at 2441 Bedford street, becomes the 
east Johnstown district. Robert P. Tun. 
ney and William G. Zell have been ap- 
pointed district managers for west 
and east Johnstown, respectively. Mr, 
Tunney has been a training consultant 
since last April. Mr. Zell has been a 
regional supervisor in northwest 
Pennsylvania since early this year. 

Edward L. Carls, district group su- 
pervisor in Buffalo, has been trans- 
ferred to the Syracuse office, which he 
managed from 1948 to 1954. George R. 
Callahan, manager of group sales and 
service in the Canadian head office at 
Toronto, has succeeded Mr. Carls at 
Buffalo. 


Manhattan Life 


Alvin W. Newman has been named 
agen- 


assistant superintendent of 
cies, effective Oct. 
1, with head- 
quarters in Dallas. 
He will be under 
the supervision of 
Harry Levey, 
western division 
superintendent of 
agencies, who will 
continue the divi- 
sion office in Bev- 





erly Hills, Cal. , 
Mr. Newman is. 7 as 
joined Manhattan rae 
Life as general A. W.. Newman 


agent in Amarillo, Tex., two years ago 

after seven years with Minnesota Mu- 

tual Life in Amarillo. He is past presi- 

— of Amarillo Life Underwriters 
ssn. 


Occidental Of California 


Michael J. Kack has been appointed 
manager 


Westlake _ branch 
of Occidental Life 
of California at 
San Francisco. As- 
sistant manager of 
Westlake _ branch 
since 1955, Mr. 
Kack succeeds Ro- 
bert E. Watson Jr. 
who is joining the 
Wraith agency of 
Occidental at Oak- 
land. Mr. Kack en- 
tered insurance in 
1949 and was with 
Penn Mutual be- 
Michael J. Kack fore joining Oc- 
cidental. 

William C. Austell has been appoint- 
ed general agent at Greenville, S.C. 
and Earl N. Dahl Jr. has been named 
assistant manager of the San Fran- 
cisco branch. Mr. Austell previously 
was with Occidental at Florence, S. C,, 
and Mr. Dahl formerly was with the 
company at Denver and San Fran- 
cisco. 


of the 


Guardian Life 


Raymond A. Heroux has been named 
manager in Springfield, Mass. He en- 
tered insurance with New York Life 
in 1945 and joined Guardian Life as 
assistant field director for New Eng- 
land in 1956. 
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POLICIES 


(CONTINUED FROM PAGE 11) 
accidental death, automatic completion, 
and family income. Offered on a stand- 
ard basis, the plan is available to hus- 
bands, ages 20 to 45, where the wife 
js not less than 17 years of age and not 
more than 12 years younger nor seven 
years older than the husband. 


Western & Southern 
Introduces Low-Cost 
Family Plan Package 


Western & Southern Life, which re- 
cently announced its family term 
rider plan, has now introduced in 
addition a low-cost family plan pack- 
age for the man financially unable to 
puy the larger minimum amounts re- 
quired in some family plans. 

This package policy consists of $2,- 
500 of life paid-up at age 65 insurance 
on the life of the husband, $1,000 term 
to age 60 on the life of the wife and 
$500 term to age 21 on the life of each 
insured child. The policy is called the 
family unit security policy. 

Premiums are payable to the policy 
anniversary nearest the husband’s 65th 
birthday with a premium reduction on 
the policy anniversary nearest the 
wife’s 60th birthday. Waiver of pre- 
mium disability and accidental death 
benefits are automatically included on 
the life of the husband. The term in- 
surance benefits become paid-up on 
the death of either the wife or hus- 
band. 

Children under age 18 when the pol- 
icy is issued are eligible for coverage 
and those born after issue are covered 
automatically. Coverage begins when 
the child becomes 14 days old. 

The policy provides for exchange of 
the term insurance on the wife at age 
60 and the children at expiry or age 21 
of the child, if earlier. The wife’s in- 
surance must be exchanged for $1,000 
and the child’s insurance may be ex- 
changed for a minimum of $1,000 up 
to five times the term amount ($2,500). 
The policy will be issued for ages of 
the husband 20 to 50 and for ages of 
the wife 18 to 45 provided the wife is 
not more than five years younger or 
five years older than the husband. The 
new policy will be issued if the hus- 
band and wife are insurable at stand- 
ard or class I rates and the usual non- 
medical rules will apply with respect 
to each life. 








Allstate Life Sells First Policy In Illinois 





Allstate Life issued its first policy this week, a mortgage cancellation plan, 


to the Dale L. Huddlestun family of West Liberty, Ill. The Huddlestuns were 
picked from many inquiries because the family lives near the population center 
of the U. S. and represents so well the continuation of the midwest’s pioneer 
spirit. Clarence B. Kenney, second from left, president of Allstate Life, is ages 41-45, $2,500. Announcement of 
shown presenting the policy to Mr. Huddlestun. Others are Mrs. Norma Jean 
Huddlestun and children, Teresa, 6, and Gregory, 10. 





Allstate Life Sells Its 
First Policy In Illinois 


(CONTINUED FROM PAGE 3) 


quantity discount rates in premium for 
policies of $2,000 and up. 

Allstate’s 5 and 10-year term policies 
are called high-low plans. The five- 
year plan can be converted or ex- 
changed for permanent insurance any- 
time during its first four years and 
the 10-year plan is convertible during 
the first nine years. The minimum pol- 
icy available under the term plans is 
$5,000. Illustrative annual premium for 
a five-year, $10,000 term contract is 
$54.30 at age 30. The same plan for 10 
years at age 30 costs $57.40 a year. 
Other Allstate plans are being sold at 
equally competitive rates. 

Although limiting its current opera- 
tions to Illinois, Allstate Life plans to 
be entered in three other states by the 
end of 1957 and an additional 15 or 20 
states by the end of 1958. Like Allstate, 
Allstate Life is selling its policies over 
the counter at Sears, Roebuck & Co. 
retail stores and in other insurance 
centers and sales offices. 

Home appointments will be made 
with prospects desiring detailed pro- 
gramming of their insurance affairs. 





COMPANY CHANGES 


(CONTINUED FROM PAGE 9) 


1956. R. Donald Quackenbush has been 
named director of agencies. In addition 
to his responsibilities as director of 
group sales, he will direct the super- 
vision and administration of the inter- 
nal operations of the agency depart- 
ment. He has been responsible for the 
development of group operations and 
_ since joining the company in 





H. Carlyle Freeman, vice-president- 
agency supervision, will take on the 
general responsibility for agency su- 
pervision. Pasquale A. Quarto, vice- 
president—agency training, will be in 
charge of agency training. Ramon E. 
McCue, in addition to being director 
of A&S sales, will participate in ac- 
tivities of the life department. Robert 
T. Hunt, John B. Monahan, and Walter 
Rogers, assistant directors of agencies, 
will have general recruiting and super- 
visory responsibilities. 


Travelers 


Francis P. Hines has been named 
assistant secretary in the methods 
and planning department of Travelers. 
He enterd the home office as a methods 





analyst in 1947 after serving as as- 
sistant office manager at New York, 
Waterbury and Hartford. 

William H. Kelton and Morrison H. 
Beach have been named _ actuaries. 
Promoted to assistant actuaries were 
Mark W. Hill, John W. Huntley, Har- 
vey J. Saffeir, Robert H. McMillen, 
and Peter W. Plumley. 


Liberty National Life 


Stanford Y. Smith has returned to 
Liberty National Life as director of 
manpower development after four 
years as a consultant with LIAMA. 
He joined the company in 1940 and was 
district manager at Memphis when he 
joined LIAMA. 


Lincoln National Life 


F. G. Helfrich and Esther L. Kruse 
have been appointed assistant general 
auditors for Lincoln National Life. Mr. 
Helfrich has been with the company 
since 1946, most recently as assistant 
manager of the policyholders service 
department. Miss Kruse has been su- 
pervisor of the premium division of 
the accounting department. 








Occidental Life of California recently 
issued a policy for $1,290,000 on the 
life of a 19-year old college student. 


Some 180 Allstate agents in the Chi- 
cago region recently completed a 14- 
week training course to prepare them 
for life insurance sales. Allstate, the 
second largest auto insurer in the 
world and the parent company of All- 
state Life, has more than 3,000 agents 
throughout the U. S., and in Canada 
and Hawaii. 


Charge Auditor Of Fraternal 
With Embezzlement 

Howard Drajeske 45, supreme au- 
ditor of Equitable Reserve Association 
of Neenah, Wis., since 1950, was ar- 


raigned last week in municipal court at 
nearby Oshkosh on a charge of misap- 
propriating funds of the fraternal. The 
court set Sept. 10 as the date for pre- 
liminary examination into the embez- 
zlement charge. 

Mr. Drajeske was taken into custody 
after being confronted with the fact 
that there were discrepancies in his 
accounts, the discrepancies being no- 
ticed while Mr. Drajeske was away. 
Officials of Equitable Reserve said that 
Mr. Drajeske has admitted to the mis- 
appropriation of funds over the past 
few years, but said that the amount 
could not be determined until a com- 
plete audit is made. Mr. Drajeske, in 
a signed statement, said: “I have no 
record or accurate recollection of the 
total amount converted to my use, but 
would say it amounts to several thou- 
sands of dollars.” A $25,000 figure was 
listed in the complaint against Mr. 
Drajeske. 


Mutual Trust Life 
Liberalizes Non-Medical 


Mutual Trust Life has liberalized its 
non-medical limits as follows: Ages 
0-35, $15,000; ages 36-40, $7,500, and 


the company’s liberalization of non- 
medical limits was made recently at 
regional conventions at Saranac Lake, 
N. Y., and Estes Park, Colo. 





Revere Slates Training Schools 

Massachusetts Protective and Paul 
Revere Life will hold a series of 14 
concurrent regional training schools 
for 500 field men in September. 

This intermediate training, made 
available on a qualification basis, is 
an extension of the basic training pro- 
gram inaugurated last year. The school 
will be supervised by the regional 
superintendents of agencies and re- 
gional training supervisors. Training 
will include techniques and procedures 
for A&S, life and group sales and serv- 
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Variable Annuity Not Subject To SEC Rule 


(CONTINUED FROM PAGE 1) 





ment and savings for income after re- 
tirement.” 

Judge Wilkin’s decision said in part: 

“The issue in the case is—are the 
defendants and their equity or variable 
annuity contracts subject to the state 
and district laws exclusively, or are 
they subject to the federal regulation 
as administered by the SEC or are 
they subject to both state and federal 
regulation? Are such contracts insur- 
ance policies, or are they securities 
evidencing investments or interest in 
investments? 

“Variable annuity contracts contain 
provisions which must be classified as 
insurance, and also provisions which 
bring them within the statutory def- 
inition of securities . . . While the con- 
tracts have definite features of insur- 
ance, it has a marked difference from 
a conventional insurance contract. 

“The evidence was clear and un- 
disputed that the variable annuity con- 
tract was devised for the very purpose 
of providing contract holders with pay- 


ments adjusted to the fluctuating pur- 
chasing power of the dollar. 

“It seems clear to this court that 
such an arrangement would, if the 
fund is well managed, tend to increase 
payments to annuitants in general, in 
accordance with the rise of the cost of 
living at times of inflation. 

“The logic of the law applied to the 
established facts seems to bring the 
variable annuity contract within the 
purpose and intent of the securities 
act, and the defendants within the 
terms and plan of the investment com- 
pany act. This court would feel con- 
strained to so hold if it were not for 
the clear and explicit language of the 
McCarran act and the fact that the 
defendants are licensed and regulated 
by the insurance departments of this 
district and the states where they op- 
erate. 

“As stated, if the companies issuing 
the novel contracts were not chartered, 
licensed and regulated by district and 
state authorities, and if Congress had 
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not passed the McCarran act, the ques- 
tions raised by SEC would be answered 
by applying the rules of statutory con- 
struction to the secruities act of 1933 
and the investment company act of 
1940, and, in the opinion of this court, 
such construction would bring the de- 
fendants within the purview and pur- 
pose of those statutes. 

“When, however, the Congress 
passed the McCarran act ... it ex- 
cluded all federal agencies from regu- 
latory jurisdiction over all insurance 
companies and insurance business ex- 
cept such agencies as it then excepted 
or might in the future except. SEC has 
not been made an exception. 

“In view of the fact that defendants 
have been chartered as insurance com- 
panies by the District of Columbia and 
their questioned contracts have been 
approved by the insurance superin- 
tendent of the district and the insurance 
departments of certain states, this 
court is constrained to hold that the 
broad, explicit and impelling language 
of the McCarran act makes them 
exempt from federal regulation unless 
and until Congress provides otherwise. 

“The arguments which plaintiffs ad- 
vanced here should be made to the 
Congress. 

“The legislative history of the Mc- 
Carran act, as well as its language, 
show clearly that its purpose was to 
keep control of insurance business in 
the states. 


“The McCarran act is not the only 
reason for Congressional action. The 
definitive classification of variable an- 
nuities will involve the consideration 
of broad principles of public policy, 
the effect of such classification on the 
insurance business and on the invest- 
ment business and on the balance of 
power between state and federal agen- 
cies—all of which are matters that 
generally lie within the province of the 
legislative function. This court may be 
considered old-fashioned, but it still 
looks upon our constitutional separa- 
tion of powers with great respect, and 
views with apprehension the usurpa- 
tion of the powers of one branch of 
government by any other. 

“Reverting to the simile of the range 
horse, an attractive new creature has 
been discovered on the financial range. 
It has some of the markings of the 
insurance herd, and also some of the 
markings of the investment herd, but 
it has not been branded. It has sought 
shelter in the insurance corral. But 
the security dealers say it should be in 
the investment corral. The contending 
parties appeal to this court to brand 
the creature for proper classification. 
This court, however, finds that Con- 
gress has kept the only branding iron. 
It seems clear to this court, therefore, 
that congress should determine wheth- 
er the creature should be branded 
“INS” or “INV,” (“insurance” or “in- 
vestment”) or whether it should have 
some other brand, such as “INSV,” 
and whether it should be placed in one 
or the other corral, or have a new cor- 
ral of its own. Congress, it seems, is 
the proper agency to determine what 
classification would best enable the 
creature to serve the national economy. 


“In spite of the fact that the variable 
annuity applies the annuity principle 
directly to a new area of investment 
(common stocks) and pays to the an- 
nuitant (not fixed amounts) but 
amounts determined by investment ex- 
perience, still the contract is denomi- 
nated an annuity policy, and some 
companies selling variable annuities 
are chartered as life insurance com- 
panies. In view of the language and 
history of the-McCarran act, such con- 


tracts and companies are subject only 
to the regulations of the insurance de. 
partments of the District of Columbia 
and such states where the companie; 
are licensed to do business. It is the 
judgment of this court that Congres, 
only can make such contracts and com. 
panies amenable to the regulations of 
SEC. 

“Judgment for defendants. 
plaint dismissed.” 


Hancock Sets Up New 
Service Department 


A new department has been cre. 
ated within John Hancock’s policy de. 
partments organization. Called the 
systems and machine processing de. 
partment, it will operate as a service 
organization to the home office collec. 
tion, industrial policy, monthly policy 
and ordinary policy departments. 

John H. Oatis, assistant manager of 
the monthly policy department, has 
been appointed manager. Lloyd North, 
staff assistant in the industrial policy 
department, has been appointed as. 
sistant manager. 


The new department consists of the 
present industrial policy department 
tabulating division and the research 
group, which has been working under 
Mr. Oatis’ direction in recent months 
on problems of machine and computer 
research as they apply to the policy 
departments operations. The specific 
functions for which the department 
will be responsible are operation of 
the existing tabulating division; de- 
velopment, review and improvement 
of systems and processing operations 
in all elements of the policy depart- 
ments; programing of punched card 
accounting machines and computers 
for policy departments operations, and 
research into possible applications of 
mechanical and electronic equipment 
to policy departments transaction re- 
quirements. 

These functions have been com- 
bined because of the increasing need 
for coordination between the operat- 
ing departments which provided vol- 
ume service to agencies and policy- 
holders and the need for maximum ef- 
ficiency and utilization of mechanical 
and electronic equipment available or 
assigned to the policy departments. 
The first major research and pro- 
graming problem to which depart- 
ment members will give their atten- 
tion is the integrating and preparing 
of certain monthly policy department 
operations for computer application. 


Com- 





Name Industry Advisory 
Group To Ind. A&S Probers 


An industry advisory committee to 
the joint legislative committee inves- 
tigating A&S in Indiana has been ap- 
pointed by the Indiana A&S Assn. 
at the request of the investigating 
committee. , 

Members of the advisory committee 
are Willard Brudi, 2nd vice-president, 
Lincoln National Life, Fort Wayne; 
Charles Ray vice-president, Associates 
Life, Indianapolis; John Morris, Morris 
agency, Fort Wayne; F. H. Jacobson, 
director of A&S, Jefferson National 
Life; W. Harold Petersen, superintend- 
ent of agencies for A&S, Americal 
United Life; Harold Moore, assistant 
manager, A&S department, Hoosier 
Casualty, and W. Howard Bull, group 
manager, Aetna, all of Indianapolis. 
In addition, R. W. Osler, Rough Notes 
Co., secretary of the Indiana Aé&S 
Assn., will serve as an ex-officio mem- 
ber of the advisory committee. 





Cheyenne, Wyo. district office of 
Prudential has moved to new quarters 
at 1200 East Pershing boulevard. 
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PERFECT PROSPECT 


foran ASTTNA LIFE 


PENSION TRUST ~ 


‘He's Dave Harrison... age 42 ... head of 

a small but prosperous electronics corporation in 
the city's industrial park. He’s one of a growing 
group of employers faced with the problems of 
providing retirement funds for older employees 
and an incentive for younger workers to join and 
stay with his company. 


























Both of these problems can be solved with an 
Aetna Life Pension Trust. 





You, Mr. General Insurance Man, undoubtedly know 
of many perfect prospects like Mr. Harrison. 

Check your files . . . and then call your nearest 

Aetna Life General Agency. Pension Trust experts . . . 
with years of experience in handling such cases 

... are available to work with you in every way you 
wish. This EXTRA SERVICE is just one of the reasons 
why Aetna Life is a leader in the Pension Trust 

field and showed an increase of 27% in Pension 





Trust sales during 1956. 
SERVICE TO GENERAL INSURANCE MEN 


““Compass"’ is a monthly Atna Life service 
publication written especially for general in- 
surance men and brokers. It points out unusual 
opportunities for building commissions and 


FETNA LIFE eae pe ont 


your copy regularly write: ‘‘Compass,"" Attna 


INSURANCE COMPANY Life Insurance Co., Hartford 15, Conn. 
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